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CONVERSION KIT 20h. “2a) TIME PILOT ’84 


The future is now. Introducing TIME PILOT ’84. 
Available exclusively as an original first-edition 
conversion kit from the creators of GYRUSS, at Bi ® 
TRACK & FIELD, and the original TIME PILOT. [euummuen : Konami, Inc. 

A whole new challenge that’s sure to become 20655 S. WESTERN AVE., SUITE 116, TORRANCE, CA 90501 
another great arcade hit. ee Sees | PHONE: (213) 533-8644 

For further information, contact your local #RPAEMalE | Sones = TELEX: 4720119 KONAMER FAX: (213) 533-6040 
distributor today. SFaGE 06 
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WARNING The TIME PILOT '84 video game is available only in conversion kit form and is manufactured by Konami 
Industry Co., Ltd., and sold in the U.S. and Canada exclusively by Konami, Inc. 
Willful copyright infringement is a Federal Crime. Konami, Inc., fully intends to take all legal action necessary 
to protect its proprietary rights against all parties manufacturing and selling TIME PILOT ’84 games, or games 
which imitate the TIME PILOT ’84 game, and which infringe upon Konami’s said proprietary rights. 
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DISTRIBUTOR 
A PUPPET? 





Ask Yourself These Three Simple Questions: 

@ When it comes to your needs, does he have a wooden head? 
@ When it comes to advice on games, does it seem someone else is 

pulling his strings? 
@ When it comes to service, does he just give you a little shuffle anda 

dance? 

TIRED OF THE SAME OLD PUPPET SHOW? 
READY TO MAKE MONEY AGAIN? 
TRY YOUR INDEPENDENT DISTRIBUTOR 


CENTRAL 


DISTRIBUTING COMPANY 


3814 Farnam Street @ Omaha, Nebraska 68131 


402/553-5300 


UP FRONT 


The Rape of an Industry 


For the first time in the history of the State of 
the Industry report, we are not pleased to present 
the results of the survey. This year’s findings are 
disappointing to say the least. With a few small 
exceptions, it was a very bad year all the way 
around. For the operators it was a bad year, for the 
distributors it was even worse, but for the video 
game manufacturers it was devastating. 

Operators will smile and think thoughts of 
poetic justice after hearing that it was a disastrous 
year for video game manufacturers. But the sad fact 
of the matter is that it is some video game manu- 
facturers who are doing all the smiling. And why 
would some manufacturers be smiling at their own 
demise? The answer is simple but also scary. 


Some of the video game manufacturers are 
licking their chops at the prospect of becoming the 
nation’s largest provider of video lottery games. 
And a number of things had to be done in order to 
accomplish this goal in the shortest amount of time. 
Their main objective was to eliminate competition 
at all levels:of the industry so they could create a 
path of least resistance to the legalization of video 
lotteries. 

To remain financially sound during this 
transition, those video game manufacturers with 
gambling interests took the millions of dollars made 
during the video boom and invested them into non- 
industry related enterprises such as gambling 
casinos, health spas, and the like. 

The next step was to eliminate all forms of 
competition and potential resistance and opposi- 
tion to the video lottery movement. 


Although video lottery games will not be 
operated or sold by today’s operators and distribu- 
tors, these businessmen can and will strongly 
oppose and resist the video lottery movement. 
Hence, the number of video game operators and 
distributors had to be reduced in order to create 
less resistance to the rise of video lottery games. 


The best and easiest way of doing that, the 


Ralph C. Lally II 


manufacturers reasoned, was to depress the video 
game market entirely. Since these video game 
manufacturers were no longer dependent on video 
game revenues, they were in a position to sit back 
comfortably and watch the video game market go 
on the skids. They concluded that with a vast 
number of operators and distributors heavily 
dependent on video game revenues, a sour video 
game market would result in hordes of operators 
going out of business. 


Hence, they made certain that they, and any of 
their competitors they could persuade, would 
manufacture nothing but inferior video games that 
would cost too much and earn too little for only but 
a few to survive. The tactic served two useful 
purposes. Not only did it drastically reduce the 
operator population, but it also reduced the 
number of video game manufacturers (future video 
lottery competition) due to poor sales and no 
outside sources of revenue to fall back on. 


To further erode the video game market and 
clear the path for video lottery games, they 
encouraged the spread of “gray area” games. This 
also served a twofold purpose. Not only did it 
reduce the operator population as a result of 
seizures, confiscations, arrests, and convictions, 
but gray area games also set the stage and opened 
the doors for video lottery games. 


After reading our State of the Industry report, 
you will see why the video game manufacturers with 
gambling interests are smiling. Their plan is working 
and the industry is suffering indeed. But, thank 
God, there is some hope. There are a number of 
amusement only video game manufacturers who 
are not blinded by visions of video lottery riches and 
who still have faith in the future of this industry. 
Those who read the pages of Play Meter know who 
they are. For their sake, and for the sake of the 
industry’s future, let’s hope that they now know 
how this industry is being raped and what can be 
done to stop it. 
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Small route insurance 
There is a “Scheduled Property 


Floater” insurance which covers 
your machines in delivery between 
your shops and locations. They will 
let you list 10 or maybe 12 of your 
strategic locations (agent's discre- 
tion). 

In case of fire, they cover our 
Binghamton Amusement machines 
100 miles away at our Catskill 
Amusement route and vice versa. Of 
course, we carry fire on the shop 
contents as well. 

The fee is as low as $206 a year. 
Perils insured are: all risks of direct 
physical loss of or damage to the 
property insured from any external 
cause. 

Millie McCarthy 
N.Y.S. Coin Machine 
Association Inc. 
Oceanside, New York 


In response to a small operator 
getting insurance (Play Meter, 
August 15, p. 7), searched for a 1% 
year period before finding this com- 
pany. They are reasonable. You can 
get full coverage or just liability. 

I recommend them: 

Home Office: 
Ohio Casualty Insurance 
136 North Third Street 
Hamilton, OH 45025 
Mary Mansfield 
M.V. Enterprises 
Riverside, California 


Greater Southern 


In behalf of Greater Southern, 
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please accept my sincere apprecia- 
tion for your recent article concern- 
ing Greater Southern’s Open House 
(Play Meter, September 1, p. 23). 

I was pleased and honored that 
you were able to attend, and I hope 
you were as enthused by the atten- 
dance as all of us at Greater 
Southern. 

Thanks again. 

Rubin M. Piha 

Vice President, Administration 
Greater Southern Distributing 
Atlanta, Georgia 





Something on your mind you want 
to vent? Got a gripe? Full of praise? 
Have a question? If you have 
comments on the coin operated 
entertainment industry, write to Play 
Meter. Our “Letters to the Editor” 
columns are dedicated to you, the 
operator/ reader. 

All letters must be signed; if 
requested, only initials will be used or 
the name withheld from print. Please 
include return address. (Although, for 
the sake of your privacy, addresses will 
not be printed.) 








Rudio Visual 
Amusements 


Offering the finest 
new and used 
equipment 


REPRESENTING LEADING FACTORIES 
@ SALES, PARTS, SERVICE e@ 


NEW IN CRATE 
(Cine.) Dragon’s Lair (1000 disc) $1595 


(Myl.) M.A.C.H. 3 $1695 
(Nin.) VS System — call 


(Nin.) Donkey Kong 3 $1045 
(Nin.) Mario Bros. $1095 
(Zaccaria) Farfalla $1795 


(Nin.) Punch-Out — call 





YOU’VE TRIED THE REST, 
NOW TRY THE BEST 


“We’re Eager To Serve” 


1809 Olive Street 
St. Louis, Missouri 63103 


314/421-5100 


For further information, call Pete Entringer (collect) 

















GRAY AREAS 
LEAD TO ARRESTS IN NY 


An investigation of “gray area” 
card games by the district attorney’s 
office of Westchester County, New 
York, culminated in the arrest of 
one distributor, four operators, and 
numerous bar owners and barten- 
ders in Westchester County. Search 
warrants also were served on two 
companies out of the county. 

The New York Police Depart- 
ment and the FBI began the investi- 
gation in October 1983 after hearing 
complaints from individuals about 
spouses and children playing the 
poker machines. ‘‘We started 
receiving quite a few complaints 
about the poker machines, and 
parents were even complaining that 
their kids were winning too much 
money,” said Arthur Semetis, assis- 
tant district attorney with the 
rackets bureau of Westchester 
County. 

The arrests included distributor- 
ship Albert Simon Inc. and manager 
Albert D’Inzillo, operators Yonkers 
Amusement Co. and owner Frank 
Galle and employees Vincent Galle 
and Edward Murray, Westchester 
Novelty & Music Co., Archie’s 
Amusement Company Inc. with 
father and son Edward and David 
Goldbergh, and County Amuse- 
ment Co. and owner Howard 
Herman who is also part owner of 
one of the bars where games were 
confiscated. Herman is also the 
president of the Music & Amuse- 
ment Association, Inc. of New York. 

Albert D’Inzillo of Albert Simon 
could not be reached for comment. 
Howard Herman was also unavail- 
able for comment. 
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Frank Galle of Yonkers Amuse- 
ment, not wanting to disclose much 
due to the circumstances, did say 
that he met with the state liquor 
authority which assured him the 
games are legal. “I had always stayed 
away from the gray area games, but 
opportunists were infiltrating my 
locations with the machines. When | 
had the assurance from the liquor 
authority that they were legal about 
a year ago, that’s when | started 
operating them. The games were 
even licensed by the Department of 
Consumer Affairs!” 

Galle also stressed that the dis- 
trict attorney’s office only went after 
the legitimate operators and the 
situation will get worse as oppor- 
tunists continue to operate the 
games. “I can’t understand how 
these games can be licensed by 
municipalities and then be illegal,” 
he said. 

In the course of the investigation, 
undercover agents either received 
or observed payouts on the ma- 
chines. A payout must be involved 
for an arrrest to be made, said 
Semetis. 

The district attorney’s office also 
executed search warrants at Enter- 
tainment Enterprises and Peters 
Distributors in neighboring Nassau 
County. According to Semetis, 
investigators are able to use search 
warrants in other counties if there is 
suspicion that happenings there are 
affecting their county. In this case, 
Semetis said they have reason to 
believe these companies were 
sending the illegal machines into 
Westchester County. The evidence 








was given to officials in Nassau 
County for a follow-up investiga- 
tion. 

Jed Forman of Entertainment 
Enterprises confirmed that law 
enforcement officials came to his 
offices with a search warrant in con- 
nection with the investigation but 
denied any wrongdoing. 

“I’m not doing anything illegal 
and they didn’t find anything illegal. 
I’m sure if there had been anything 
illegal here they would have taken it 
but they didn’t find any illegal gam- 
bling machines,” Forman said. 

All gambling is not illegal in New 
York. If the state sponsors gambling, 
it is not illegal nor any gambling 
where two or more players have 
equal stakes, such as a game of 
poker. However, if one person 
profits from that card game, no 
matter what the outcome, then it 
becomes illegal. 

“In New York, there are certain 
prerequisites for illegal gambling— 
when someone profits by players 
risking something of value on a 
contest of chance with the expecta- 
tions of receiving something of 
value upon certain outcome,”’ 
Semetis said. ‘““However, if there is 
skill involved (such as on pinball) it is 
not illegal gambling.” 

The situation in New York is 
dubious. The operators who were 
arrested feel that the state cracked 
down only on legitimate operators 
who have been in business for many 
years. Even Semetis of the district 
attorney’s office admitted that it will 
be extremely difficult to police the 
problem. * 
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UNION 





Van Brook is #1 World Wide 


Keeping our Customers Number One has made Van 
Brook the Number One Leader in the Amusement & 
Casino Token Industry. No other supplier can offer you: 





e Immediate, same day shipment on Stock Tokens and 
Accessory Items. 


¢ Buy-Back Agreement 100% on Stock Tokens. 

¢ Special-Sized Token Wrappers. 

¢ Wide array of all necessary Signs and Stickers. 

* Accessory Items in stock for immediate shipment. 


* Token Mechs (Metal & Plastic, 48 different sizes 
and types). 

* Cradles & Cradle Kits. 

Push Chutes (Complete, Single-Token & 
Double-Token), Replacement Slides. 

English #515 Roll-Down Acceptors. 

English 4 x 4 Replacement Cradles & Kits. 

Klopp Token Counters. 

Security Cash Controller 

Kwik Koin Token Dispensers. 


* * * 


* 


¢ Expert Technical Advice & Assistance, based on 
many years of experience. 

¢ Professional Artwork & Design Service at no charge. 

e Hundreds of attractive Stock Dies. 

¢ NOTES & QUOTES Promotion Booklet (up-dated 
and revised periodically). 

e Exporting Expertise -- We know the Export Market, 
and how to solve its complex problems. 

¢ Product Exellence -- Van Brook Standards of 


Precision and Quality Control are the highest in 
the Token Industry. 





Phone or write for catalog & samples 


















Sp gy NASEVILLE . "FIC 
VBI, SPRYEAND * NO TIENE = 
HOLIDOME ESA i i 
a TENNESSEE . ALOR a 
9,00 es 


Copyright © 1982 © Van Brook of Lexington, Inc. ® All Rights Reserved 


VAN BROOK OF LEXINGTON, INC. ¢ P.O. BOX 5044, LEX. KY. 40555 
——ame (606) 231-7100 oexa_——_ 


“Quality /s Our Family Tradition’ 





800-227-5813 


IN CA 800-227-5814 


Quality control personnel at Hoffman & Hoffman 
checking diameter of token with micrometer 


e Immediate same-day ship- 
ment on stock tokens 


e Quality artwork and design 
service at no charge 


e Hoffman & Hoffman tokens 
are minted under the most 
rigid quality control 
Standards. 


e We match Old World crafts- 
manship with advanced 
technology. 


e Hoffman & Hoffman has 
the best prices and fastest 
delivery for stock or custom 
tokens. 


e You can buy the best 
tokens for less. Check 
Our prices and see. 


HOFFMAN &y HOFFMAN 


P.O. Box 896, Carmel, CA 93921 
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FIRST PRIVATELY OWNED 
PHONE INSTALLED 


American Pay Telephone, Inc. 
made the first legal installation of a 
privately owned coin-operated 
telephone in Minnesota and in the 
nation on August 14. The phone 
replaced a phone owned by North- 
western Bell Telephone Co. 

American Pay Telephone, Inc. 
was the first company granted 
authority to provide coin-operated 
telephone service by the Minnesota 
Public Utilities Commission (PUC). 

The Minneapolis-based provider 
of privately owned coin-operated 
phone service installed the phone at 
Good Food & Company, a restaurant 
owned by Gary Quam, located at 
4920 Excelsior Blvd., St. Louis Park, 
Minnesota. The phone installed was 
manufactured by Tonk-A-Phone, 
Inc. in Spring Park, Minnesota. 

The Federal Communications 
Commission (FCC) ruled in June of 
this year that any piece of telephone 
equipment registered by the FCC as 
meeting certain technical standards 
may be attached to the phone net- 
work. However, public service com- 
missions decided whether and how 
the phone services will be offered. 

Minnesota is the first state, 
through a ruling by the Minnesota 
PUC, to allow competition for the 
pay telephone system. Similar 
rulings in other states are expected 
in the near future. 

American Pay Telephone, Inc. is 
a subsidiary of Weisman Enterprises, 
Inc., a national vending manage- 
ment and leasing company operat- 
ing since 1979. Weisman Enterprises 
will market the service through its 
subsidiary, Best Vendors Co., which 
represents 350 local independent 
operators providing vending ser- 
vices and consulting to national 
retail, hospitality, and restaurant 
chains in 49 states. Phone equip- 
ment is purchased from a variety of 
manufacturers and selected on the 





William Weisman, president of Ameri- 
can Pay Telephone, Inc., makes the first 
call from the first privately owned coin- 
operated telephone in the nation. Weis- 
man, also president of a national vend- 
ing management and leasing company, 
made the first call to his mother. 


basis of features, legal specifications, 
and reliability. 

William Weisman, president of 
Weisman Enterprises and American 
Pay Telephone, noted that the 
changes in the marketplace will 
mean more phones available, more 
locations, better service, a greater 
potential for technological improve- 
ment, and greater profit for the 
owner. 

Bell presently pays 4 to 7 percent 
commission on phones in high 
traffic locations. Quam wouldn't 
specify on the amount of money he 
receives from American Pay Tele- 
phone, but he said he switched to 
the firm “because they offered me 
more money.” 

The coin-operated phone, 
capped at a quarter a call by a state 
rate setting, looks like any other pay 
telephone. Local and long distance 
calling is available, charge-free 
access to the emergency 911 num- 
ber is featured, and the phone is 
compatible with MCI, SPRINT, 
Allnet, and other long distance 
services. ® 
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AUSTRALIAN FIRMS MERGE 


Two of the oldest coin machine 
companies in Australia—Amarda 
(Holdings) Limited and Automatic 
Music Co. Pty. Limited—merged 
and created one of the country’s 
strongest distributor/operator orga- 
nizations. 

The merged business, to be 
known as Amarda Automatic Group, 
is the major operator in the state of 
New South Wales (Australia’s most 
populous state) and national dis- 
tributor for Rowe International and 
Bally Midway. The group also 
supplies spare parts and billiards 
and pool accessories nationally. 

“It was a very logical marriage of 
two companies who have known 
and dealt with each other for 25 
years,” said John Blamey, managing 
director of Amarda (Holdings) and 
joint chief executive of the new 
group. ““Amarda has been the 
biggest buyer of Rowe jukeboxes 
from Automatic Music for many 
years, while our pinball operations 
have been rationalized to basically 
Bally machines. As far as we were 
concerned, Automatic Music had 
always provided the best equipment 
and outstanding customer backup.”’ 

“Automatic Music provided a 
successful sales and distribution 
organization, going back 40 years, 
supported by a sound operating 
business. Amarda, formed in 1959, 
has developed an efficient and 
widespread operating business 
recognized generally as one of 
Australia’s most successful,” he said. 

John Blamey and Greg Davidson, 
managing director of Automatic 
Music Co., will jointly head the 
Amarda Automatic Group. 

It is not unusual in the Australian 
industry for a business to combine 
distribution and operations. “There 
are no problems as long as the dis- 
tribution side is handled ethically. 
Any distributor/operator who is not 
genuine in his dealings with his 
Operator customers—and there 
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have been one or two over the 
years—soon finds he is buying else- 
where,” Greg Davidson said. 

Davidson said the industry in 
Australia is slowly emerging from 
the gloom of the past two years and 
sales of new machines are improv- 
ing. Experienced operators have 
resumed selective buying with the 
emphasis on quality. 

The Group sees the Australian 
industry’s major future problem as 
the continuing high cost of new 
machines, due to the strength of the 
U.S. dollar, and local import and 
sales taxes. Every time the U.S. dollar 
firms by one cent against the Aus- 
tralian dollar, the landed cost of a 
jukebox in Australia increases by $80 
Australian. The government has 
turned a deaf ear to representations 
for fairer treatment. 

On the bright side, Australia 
recently introduced a $1 coin, with 
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the $1 bill being withdrawn from 
circulation at the same time. Some 
operators have already modified 
games for $1 bonus plays and are 
optimistic about the medium to 
long-term acceptance. 

National marketing manager for 
Amarda Automatic Group, John 
Yakas, also believes the $1 coin will 
open possibilities for Rowe’s World 
Bill Acceptor and World Bill 
Changer. The first Australian models 
should have gone on display in 
September. 

The Amarda Automatic Group, 
with a staff of 55, is located in the 
previous Amarda headquarters at 
Alexandria, only 10 minutes from 
downtown Sydney. This complex 
comprises 37,000 sq. ft. of office, 
showroom, and factory area which 
facilitates the operations and dis- 
tribution aspects of the merged 
companies. ® 





John Blamey, Greg Davidson, and Bob Davidson celebrate the merger... 
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EXECUTIVE JELLYBEAN 









PEANUT DISPENSER 


Conversation Piece! 


NEW, NOVEL COCKTAIL ACCESSORY. 
IT'S EASILY OPERATED AND ALWAYS 
- PRACTICAL. EXCITING AND WEL- 
COME GIFTS THEY WON'T ALREADY 
HAVE. STANDARD MODEL SHOWN 
$15. 2 AT $25. PPD. DELUXE MODEL 
Ra = HOLDS4LBS.$20. 2 AT$35.PREPAID. 
¥ _ BOTH -BROWN OR BEIGE. STATE 

vi COLOR. ADD 5% TAX IN MASS.CHECK 









_., ORM.O.PERFECTFORHOME, SHOP, 
om CLUB, BAR OFFICE, RESTAURANT. 


~ BEST BUYS ——— 
-_ ss» STOCKBRIDGE, MA 01262 





JUST OUT — CLASSY SUPER DELUXE 
MODEL DISPENSER. WOOD BASE IN 


WALNUT. HOLDS 5 LBS. OF JELLY BEANS 
NO COLOR PROBLEM! $29. 


MOLE 


Everyone loves Whac-A-Mole! 


Customers love to play, and 
you'll love the way It pays. 
Call us and let us 
tell you more. AKAM 2S 
Bob’s Space 
Racers, Inc. 
427 15th Street 
Daytona Beach, 
Florida 32017 
Telephone: 
904-677-0761 


Manufactured in the U.S.A 
Makers of amusement games since 1970 





Van Brook supplies Tokens to 


Major Casinos in every part of the 
World. 


VAN BROOK OF LEXINGTON 
P. O. BOX 5044 LEX, KY. 40555 


606-231-7100 














VENDING PROFITS DROP 


The average net profit before 
income taxes of American vending 
companies dropped to 1.5 percent 
of gross sales in 1983, reaching the 
lowest level since the Annual 
Operating Ratio Report was first 
compiled by the National Auto- 
matic Merchandising Association 
(NAMA) in the early 1950s. 

The NAMA Operating Ratio 
Report study is based on reports 
submitted by NAMA member firms 
to Price Waterhouse & Co. 

“Recent indications from mem- 
ber firms in different parts of the 
country and the response to NAMA’s 
‘How’s Business?’ survey several 
months ago show that things have 
improved considerably for many of 
our members, and we hope that 
these 1983 experiences are now 
behind us,’”’ commented G. Richard 
Schreiber, NAMA president. 

The 1983 net profit average of 1.5 
percent of gross sales compares with 
2.8 percent in 1982 and 3.7 percent 
in 1981. 

Net profits for companies with 
sales of less than $750,000 averaged 
5.1 percent last year, while those in 
the over $10,000,000 and from 
$750,000 to $2,000,000 brackets 
reported net profit averages of 1.3 
percent. The average rate for com- 
panies with sales from $2,000,000 to 


$10,000,000 was 2.5 percent. 

Figures for the 1983 report are 
based on operating data furnished 
by 150 member firms with a com- 
bined volume of $1,704,948,000, 
Schreiber said. 

He said overall return on assets 
dropped from “a not-so-good 9.6 
percent in 1982 to 8.9 percent in 
1983.” 

Total payroll expenses averaged 
26.1 percent of gross sales, up from 
25.3 percent and 24.2 percent 
during the two previous years. 
Average commissions (payments of 
profit share to clients) came to 7.1 
percent of sales, down from 8.3 
percent in 1982 but even with the 
1981 figure. 

Sales other than through vending 
machines (mostly from concessions 
operations and conventional non- 
vending food service) amounted to 
57.7 percent of total volume for the 
participating Companies, up con- 
siderably from 44.6 percent in 1982 
and 34.8 percent in 1981. 

In contrast with the 1983 Operat- 
ing Ratio Report results, 73.7 per- 
cent of the 383 members who parti- 
cipated in the NAMA “How’s Busi- 
ness?” survey this spring said they 
expect higher net profits this year 
and 85.2 percent forecast increased 
sales volume. e 





THE CALENDAR 


October 11-14 

1984 NAMA National Convention— 
Exhibit of vending and food service 
management, Georgia World Con- 
gress Center, Atlanta, GA. Contact 
Jack Rielley, NAMA, 7 South 
Dearborn St., Chicago, IL 60603. 
Telephone: 312/346-0370. 


October 11-14 

43th National Exhibition of Auto- 
matic Amusement Machines 
(ENADA), Congress Building at the 
EUR, Rome. For more information, 
contact SAPAR at Via di Villa Potrizi 
10, Rome, Italy 00161. Telephone: 
84-41-505; 84-14-81. 


October 24-27 
1984 AMOA International Exposition 
of Games and Music, Hyatt Regency, 
Chicago, IL. Contact AMOA at 
312/654-AMOA. 


November 15-17 
1984 IAAPA Convention and Trade 
Show, Market Hall, Dallas, Texas. 
Contact IAAPA at 312/766-0881 for 
more information. 


January 17-21 
Second annual Induferias Show, 
Valencia, Spain. For information, con- 
tact Induferias at Apartado 476, 
Valencia, Spain. Telephone: 364-00- 
11. Telex: 62435 Feria E. 
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DON’T WAIT FOR AN ACT OF CONGRESS 
INVEST IN PAY PHONES NOW! 


Enterprising operators aren't waiting around for each individual state’s approval of 
private pay telephones. They know the major roadblock was overcome June 15 when 
the F.C.C. approved registering privately-owned pay telephones. So, right now, they’re 
nailing down their location committments so they will be set when state approval 
comes—sometimes in a matter of weeks! So what are you waiting for? Buy your 
samples now and start wrapping up the choice locations for you! 


FCC Registration No. 
Now Legal In Most States DOW6HK13748-CX-1 


LONG-DISTANCE PAY PHONES 


FINALLY! FCC REGISTERED! 


For local & long distance calls 
Free emergency “911” capability 
Timed local calls 

Timed long-distance calls 

Touch tone 

Adjustable time on calls 

Works on standard business lines 
Capable with MCI, Sprint, etc. 
LED indicator lights displaying remaining time 
Free “800” call capability 

Time per coin accumulation 
Stainless steel construction 

Full one year warranty 





We also feature the cordless Rent-A-Phone® that can be taken to 
the customers. Also, ask about our Air Talker®, the industry's first 
talking Air Vendor—excellent for recordable sales message. 


OWN YOUR OWN 
PAY PHONE® 


Phone: 612/471-0126 


Dealer and Distributor inquiries invited! 


TONKA-A-PHONE, INC. 


P.O. Box 388, Spring Park, N 55384 








BALLY’S EUROPEAN DISTRIBUTORS MEET 


Bally Midway distributors from 
10 European countries met in Madrid 
in May with executives from Bally 
Midway and Bally Manufacturing 
Corp. to discuss the present and 
future state of the coin-op industry 
in the United States and in Europe. 


“The meeting was basically two- 
fold,” said Tom Nieman of Bally. 
“First there was a product review for 
the European distributors, and the 
current state of the unionin various 
countries also was discussed.” 


Bally presented its plans for 
Europe which include test manu- 
facturing and a test project of offer- 
ing kits to the distributors. 

Bally’s latest acquisition, Sente, 
and the Sente program also were 
discussed. According to Nieman, 


aye 
a. */ 
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the Sente program may be struc- 
tured differently in Europe to 
transform some of the burden from 
the operator to the distributor and 
manufacturer. 


The European distributors em- 
phasized that there is a market for 
quality games like Spy Hunter, 
which is also a hit in the United 
States. “The bright side is that they 
have turned the corner,” Nieman 
said concerning the industry’s status 
in Europe. “They are ahead of our 
schedule. They don’t have the 
arcade structure except in a few 
cases but are basically street oper- 
ations.” 


Nieman also pointed out that 
pinball is a bigger factor in Europe. 
“The abandonment of pinball was 





Bally Midway distributors attending the meeting inciuded (from left to right): 1st row—Fabio Cicchatti (Italy), Alfio 


not as drastic as it was in the United 
States.” 

Bally plans to establish a Euro- 
pean product committee to evaluate 
future products and furnish infor- 
mation from the market to research 
and development to serve as a 
communication link between the 
market and manufacturer. The 
committee will consist of repre- 
sentatives of Bally Midway, Bally 
Europe, independent distributors, 
and operators. 

Roger Keesee, executive vice 
president of Bally Manufacturing 
Corp., announced the appointment 
of Einar Askvig as managing director 
of Bally Continental Ltd. N.V. Askvig 
will coordinate Bally Midway pro- 
ducts handled by European dis- 
tributors. © 





o- 


Gentili (Italy), Bob Lundquist (U.S.A.), Mrs. Beatrice (Spain), Dave Adams (U.K.), Roger Keesee (U.S.A.), Bob Deith 

(U.K.). 2nd row—Mrs. Derckx (Holland), Mrs. Rosa Guilem (Spain), Mrs. Brody (Belgium). 3rd row—Georges De Ridder 

(Belgium), Feliz Hernan (Spain), Dave Marofske (U.S.A.), Per-Olav Nilsen (Norway), Frans Derckx (Holland), Einar 

Askvig (Belgium). Top row—Vic Leslie (U.K.), Tom Nieman (U.S.A.), Luc Wilms (Belgium), Steve Blattspieler (U.S.A.), 

Hans Rose (Germany), Mrs. Braeker (Switzerland), Georges Santa Maria (France), Hans Kloss (Germany), Larry Brody 
(Belgium), Roger Lambrechts (Belgium), Kaj Harders (Denmark). 
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PLAY MEFER 
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~o 990" CAN GIVE YOU 











PLAY MEER the authoritative 


journal to the coin-op entertainment 
business, brings a treasure of vital 
information to you twice each month. 


PLAY MELER guides you through 


the many mazes of today's uncertain 
markets to the golden touch of a pro- 
fitable business. 


PLAY METER 


P.O. Box 24170, New Orleans, La. 70184 
504/837-7987 








VENDING MACHINE SHIPMENTS INCREASE 


Shipments of merchandise vend- 
ing machines increase to a total of 
650,016 units in 1983 from 502,079 
units in 1982, with their dollar value 
up to $328,254,000 from $318,943 ,000 
in 1982, according to the annual 
survey conducted by the U:S. 
Bureau of the Census, said G. 
Richard Schreiber, president of the 
National Automatic Merchandising 
Association (NAMA). 

NAMA underwrites the cost of 
the annual survey of vending 
machine manufacturers which was 
begun in 1955. 

The number of beverage vending 

machines shipped by 19 reporting 

companies slightly exceeded 1982 
(228,430 units vs. 225,037), but the 
value of these shipments decreased 
to $206,951,000 from $213,425,000 in 
1982. 

The shipment of fresh-brew hot 
beverage venders edged up slightly 
to 6,336 machines from 6,186, with 
the dollar value also up at $15,244,000 


from $13,860,000 in 1982. The ship- 
ment of instant freeze-dried and 
liquid concentrate units decreased 
to 6,830 units ($5,693,000) from 7,152 
units ($6,494,000) in 1982. 

The production of bottle and can 
soft drink machines is reported 
jointly at 213,590 machines 
($182,886,000) in 1983, vs. 210,312 
units ($190,089,000) in 1982. Data for 
cup soft drink machines is omitted 
in order to avoid disclosure of 
individual manufacturers’ produc- 
tion. 

The shipment of confections and 
food vending machines was up 
slightly from 1982 at 85,868 units but 
their dollar value remained virtually 
the same at $69,377,000. In this 
category, bulk confection and 
charm vender shipments increased 
to 47,500 units from 38,328 in 1982. 

Production of the popular 
glassfront “bagged snack and chip 
machines’ was down from 27,374 
machines in 1982 to 20,672, with the 


dollar value also off to $32,816,000 
from $40,003,000 in 1982. 

The survey combines refrigerated 
food vending machines with “‘other 
vending machines for confections 
and foods.’’ Under this heading, 
shipment totaled 6,107 units up from 
4,691 ($21,272,000 vs. $16,241,000). 


The shipment of cigarette vend- 
ing machines remained virtually 
steady with 10,155 units, compared 
with 10,506 in 1982. 


Machines which dispense mis- 
cellaneous non-food items, ranging 
from cosmetics, pencils, paper, and 
aspirin to newspapers, recorded a 
substantial gain to 321,355 units 
($40,374,000) from 178,967 ($23,221, 
000) in 1982. 

The Bureau of the Census data 
represents shipments of new ma- 
chines from U.S. manufacturers and 
does not include machines imported 
from other countries, Schreiber 
said. ® 





NEW ORLEANS NOVELTY HOLDS SERVICE SCHOOL 


Coin Acceptors Inc. (Coinco) 
recently conducted a service school 
at New Orleans Novelty, and both 
companies are excited about the 
large turnout. 


Eddie Boasberg of New Orleans 
Novelty said about 58 people (ex- 
cluding staff) attended the service 
school/buffet coordinated by parts 
manager Lep Rosenbaum. Although 
it was a stormy day, attendees came 
from as far away as Alabama, 
Mississippi, and North Florida. 


“Frankly, | was surprised at the 
turnout,’ said Coin Acceptors’ Ken 
Hoffman. ‘‘Face it—the industry 
hasn’t been so busy lately.”’ 


Coin Acceptors personnel infor- 
med attendees about coin mecha- 
nisms, electronic acceptors, token 
conversion kits, and other topics. 

Hoffman and Boasberg gave the 
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Same reason for the successful 
turnout—operators are examining 
the details of their businesses to get 
a better return on investment. 
‘Operators are getting down to the 
details,’’ Boasberg said. “‘People are 
more concerned about the bottom 
line. They realize you make a buck 
by making sure the coin mechs take 
coins,” Hoffman explained. “There’s 


an awareness now of what it takes to 
make mechs work.” 

New Orleans Novelty is one of a 
growing number of distributors 
interested in training operators 
about the intricacies of the coin-op 
business. Hoffman said he has 
noticed distributors showing more 
interest in conducting service 
schools. ® 





GOULD AT RAND 


Rand of Phoenix, Inc., manu- 
facturer of tire-inflating and water- 
dispensing systems, commercial 
vacuums and coin-operated tele- 
phones, appointed Dan Gould as 
electronic design engineer. 

Gould is responsible for electro- 
nic research and development of 
the Rand systems. He will monitor 
each product through the manufac- 


turing process from conception to 
completion. Gould’s present tasks 
include the refinement of the 
electronics and software for the 
Rand pay telephone. 

Before coming to Rand, Gould 
worked for Goodyear Aerospace 
and the Boeing Company in system 
analysis and research and develop- 
ment. e 
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USED PG BOARDS 
FOR SALE. 


Three months after the first appearing 
of the game, Its PCB's become available as Used. 





1,000 pcbs always in our stock. 
New I.C. for sale. 
All Goods Excellent Condition. 


CALL or WRITE for lowest price. 


MAMA:TOP Ea 


1-7-8 HIGASHI CHIYODA SHIZUOKA CITY 420 JAPAN 


TEL: Os42(63}6423- *TLK:3962-599 TOPPU-J: FAK all Gil 0542(63)9374 


OUR ACCOUNT No. IS 330-637139 WITH THE FUJI BANK SHIZUOKA BRANCH OFFICE. 


BUSINESS HOURS/JAPANESE TIME 9:00AM—5:00PM. 
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Labor Day weekend saw nearly 
500 table soccer enthusiasts com- 
pete for $40,000 in prize money in 
Dynamo’s World Championships of 








Table Soccer. Cash prizes were 
awarded in 15 categories and some 
players also received Dynamo 
tables, trophies, and world cham- 


pionship jackets and rings. Held at 
the Holiday Inn DFW North, the 
weekend tournament attracted 
competitors from approximately 40 
states and two players from Brussels, 
Belgium. 

All prize money distributed 
came from players’ entry fees and 
from quarters deposited in tables 
during tournament play. A celebrity 
challenge, held for the Variety 
Club’s Children’s Charities, pitted 
Dallas Cowboys’ Doug Donley, local 
radio station KZEW’s Chris Taylor, 
and Dynamo’s Mark Struhs against 
top pro players. Other players wish- 
ing to compete against the celebri- 
ties donated to the Children’s 
Charities. 

Finals were held Monday in the 
major categories of competition. 
Dallas’ WFAA’s ““PM Magazine” 
crew interviewed players and 
filmed the entire two sets of open 
doubles competition. Dynamo 
plans to show the film at its AMOA 
booth in late October and to 
attempt to sell the film to a cable 
sports network. “We need more 
coverage like ‘PM Magazine’s’ so 
people will realize what goes into 


Dynamos Mark Struhs and Bill Rickett presented trophies to (I to r) Tony Bacon, Tina Rhoton, Bob Maloney, an 
Kathy Brainard for outstanding individual performance in 1984. 
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being good at the game,’ said Kathy 
Brainard, Dynamo director of 
marketing promotions, who is also a 
professional table soccer player. 

“We're very pleased with the 
tournament,” Brainard added. “‘It’s 
a good indication that the players 
are out there and that the game 
never died. It’s more difficult to 
please players today because in the 
’70s, there were tournaments with 
pots of $250,000. Although the prize 
money is not as high, we wanted 
everything to be as exciting and as 
professional as past tournaments 
have been.” 

The Dynamo World Table Soccer 
Association (DWTSA) received 
more than 100 new members during 
the Dallas championships. Brainard 
said that Dynamois finalizing league 
kits and setting up teams for fall and 
winter play. League play will con- 
tinue through March of 1985 when 
Dynamo will kick off the 1985 table 


soccer tour probably with league 
playoffs, Brainard said. 

“Our next goal is to get table 
soccer into the Olympics. Table 
tennis is sanctioned for the 1988 
Olympics as a demonstration sport, 
and we would like to see the same 
thing happen with table soccer,” 
she said. 

First place for Open Doubles 
went to Tony Bacon of Seattle and 
Don Chalifoux of Chicago who 
were world champions in 1982. They 
received $5,000 and trophies, world 
championship jackets, and rings. 
Johnny Lott of Los Angeles and Bob 
Gibson of Denver won second 
place, $2,500, and trophies in that 
event. In Open Singles, Todd Lof- 
fredo of Denver ($2,000) defeated 
Johnny Valles of Tempe, Arizona 
($1,000). 

Frank Garbuglio from Colum- 
bus, Ohio, and Jodi Wittenberg 
from Florida teamed up to win the 


Mixed Doubles title ($1,000) against 
Bob Gibson and Tami Grabher of 
Denver ($600). 

First place and $500 for Women’s 
Doubles went to Tina Rhoton of 
Denver and Charlene Turner of 
Oklahoma who beat Maggie Laneri 
and Jodi Wittenberg ($250). And in 
Women’s Singles, Cindy Head from 
Birmingham, Alabama, defeated 
Tina Rhoton. All first place winners 
received trophies, jackets, and rings 
in addition to the cash prizes, and all 
second place finalists also received a 
trophy. 

Player awards for outstanding 
individual achievement for 1984 
were given to Bob Maloney (Best 
Male Goalie and Men’s Sportsman- 
ship), Tina Rhoton (Best Female 
Goalie and Best Female Forward), 
Kathy Brainard (Women’s Sports- 
manship Award), and Tony Bacon 
(Best Male Forward and Player of 
the Year). “ 











ired of coin-operated equipment 
"that can't return its investment? 


 “AIR-serv'i is one Money-Maker whose earnings 
_keep increasing month after month.” 
| “T became an AIR-serv® dealer to supplement lost revenues from m 


¥y 
amusement business. But, the response has been so overwhelming that I’m 
now devoting most of my time to it. And, it’s really paying off!” 


\ 






W. Collier Barnett 
Star Amusements Co. 


The Program. As an AIR- 
serv" dealer, you can expect 
an R.O.L. in less than one 
year. Depending on your tax 
bracket, that’s only 10 to 12 




























Join the coin-operated tire 
_ inflator industry, one of the 
fastest eee industries | 

r. aa for investment 


ye gana uses per day, per machine! 
e Requires no ipuethy overhead Many of our dealers : 
e Isn't a fad anticipate yearly earnings of 


e Provides a necessary service 
- @ Is a cash business 

e Requires no machine rotation 

e Has no product spoilage 

e Has low equipment depreciation 

© Requires minimal maintenance 

© Can be left for long periods of time 
and still keep making money 


The Market. Of 211,000 gas 
locations, over 60% do not 
_ have air. And, AIR-serv’” has 
_ been approved for use by 
many major c-stores and oil 
companies. 


up to $250,000 annually in the 
next 3 to 5 years. 

You'll get full factory 
support: copyrighted sales 
presentations, brochures, 
training seminars, co-op 
advertising, and much more 

. all geared to make you 
successful. 

Give us a call today and let 
us tell you about your future 
with AIR-serv”. 
















Call Mr. Perkins 
1-800-AIR-VEND 
In MN: 1-612-454-0465 
AIR-vend, Inc. 2520 aa Knob Rd. 
Suite 130 
Mendota Heights, MN 55120 


A Minnesota Corporation 















© 1983 AIR-vend. Inc. 
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All Listed Equipment 
Ready For 
Immediate Shipment 


COMPLETE GAMES 


Spy Hunter 
Punch Out 
V.S. System 
Turkey Shoot 
Gaplus 

Pole Position 
Pole Position II 
Track & Field 


HOT KITS 


Ten Yard Fight 

Hyper Sports 
(Fits any horizontal 
monitor & cabinet) 


KITS 


$ 745 
745 


Mega Zone 
Time Pilot 84 


NEW SPECIALS 


Tag Team Wrestling $1095 
Three Stooges 


Star Light 
Touchdown 
8-Ball Deluxe 
Limited (new)... .$1995 


The Industry’s 
Bottom Line 


INTERSPACE 
VIDEO 
SALES 


5931 Power Inn Rd. 
Sacramento, CA 95824 


916/386-0100 
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AIR-TABLE-HOCKEY 
HOLDS EXHIBITIONS 


Air-Table-Hockey recently con- 
ducted Professional Air-Table- 
Hockey Exhibitions at Malibu Grand 
Prix in Mt. Laurel, New Jersey, and 
Rubus Game Room in Chicago. 

In July, tournament players Mark 
Robbins of Boulder, Colorado, and 
Jesse Douty of Philadelphia dis- 
played their skills by defeating all 
challengers in a two-hour exhibi- 
tion. Robbins is currently ranked 
Number Three by the U.S. Air- 
Table-Hockey Association; Douty is 
Number One in the United States, 
having won his record 8th national 
championship earlier this year. 

Challengers were awarded three 
tokens for each point they could 
score against the champions. A con- 
stant stream of players came to learn 
new shots and strategies, trying their 
skills against the nation’s best. 

Malibu Grand Prix has been 
averaging $400 per week (two-token 
play) on its new Air-Table-Hockey 
game, according to General Man- 


Jesse Douty conducted an exhibition at Malibu Grand Prix 


ager Robert Simony. 

Rubus Game Room is on Chica- 
go’s near North Side. Steve Rubin, 
owner of Rubus, recalls that the 
game room did well with Brunswick 
air-hockey in the ’70s, but the popu- 
larity faded as the tables wore out 
and videos captured customers’ 
attention. Now, a new generation of 
players has taken a liking to the 
game, resulting in $250 per week 
earnings (25-cent play) on the new 
Air-Table-Hockey. 

Seventeen players challenged 
Mark Robbins on August 2. Tokens 
were awarded for each point 
scored, and after two hours of play, 
Robbins was exhausted but unde- 
feated. The mixed crowd of kids and 
adults peppered Robbins with 
questions about tournaments, stra- 
tegies, grips, and practical advice for 
improving their games. 

“Air-hockey seems to attract a 
wholesome crowd who respect the 
machines,” Robbins commented. @ 





ir 


in Mt. Laurel, New Jersey. 
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Masters Tournament winners 


to appear in 


Guinness records 
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n the weekend of June 29- 

July 1, video game players 

from across the United States 
and Canada had the chance to have 
their playing prowess recorded in 
the Guinness Book of World 
Records. 

The book, which has a distribution 
of 49 million copies to 23 separate 
countries, co-sponsored the 1984 
Video Game Masters Tournament. 
The contest was held at nine loca- 
tions across North America, giving 
players from any area of the con- 
tinent a chance to compete. 

The event's organizer was Walter 
Day Jr. and the Twin Galaxies Inter- 
national Scoreboard. After recording 
video game high scores for quite 
some time, Day was contacted by the 
Guinness Book editors who wished 
to collaborate with Twin Galaxies 
and make a section of the book 
devoted to video games. 

“Guinness got interested in Twin 
Galaxies by seeing a lot of articles 
and such,” said scoreboard founder 
Walter Day. “They got an incredible 
amount of response concerning 
video games. Guinness heard that 
our establishment was one they 
could rely on, so they decided to run 
a dozen scores in their 1983 edition.” 

The 1983 volume of the Guinness 
Book of World Records ran a half 
column feature on coin-operated 
video games, including 12 scores 
supplied by Day. Point totals had to 
be submitted judicially to the records 
book to be accepted, so Day sent 








high scores achieved during various 
competitions he staged while in 
Ottumwa, lowa. 

After the video game column's 
inception, Guinness was deluged 
with calls from players nationwide. 
“We got a tremendous amount of 
response after its publication,’ 
added Guinness Director David 
Boehm. “Although many video 
game magazines run scores, the 
different difficulty settings and 
playing atmospheres make it hard to 
accurately verify point totals,’ he 
continued. “We are the first source 
of widely published, verified scores.” 


Column expanded 

The overwhelming feedback 
given to the premier appearance of 
video games in the Guinness Book 
was a major factor in persuading the 
publication’s editors to expand the 
column this year. Guinness has com- 


mitted more than a page to coin-ops 
for its 1985 edition. 

So, with the space available, 
Walter Day devised a national con- 
test to find the best players on 60 of 
the most popular machines. 

Contest sites were then chosen in 
each area of the country: Victoria, 
B.C., at Johnny Zee’s Family Fun; 
Seattle at Arnolds on the Ave.; San 
Jose, California, at Space Shuttle 
Video; Anchorage, Alaska, at Space 
Station Amusements; Oklahoma 
City at Star Buck’s; Chicago at Video 
Wizard; New York at Broadway 
Amusements; Miami at Cloverleaf 
Golf and Games; and Wilmington, 
North Carolina, at World Class 
Amusements. 

After the tournament locations 
were chosen, a detailed manual was 
sent to each participant, outlining 
the machine settings and special 
tricks players use to take advantage 
of programming flaws. Promotional 
posters and stickers were also made 
for the contest to aid operators in 
advertising the event. 

Players from across the continent 
anxiously awaited the Masters Tour- 
nament to show off their skills and 
gain international notoriety. Out of 
the hundreds of competitors, how- 
ever, only 60 spots were vacant. The 
60 masters and their records will be 
recorded in the 1985 Guinness Book 
of World Records. 


New faces 
Besides the extensive television, 
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radio, and newspaper coverage each 
arcade received, many locations 
drew people that had never entered 
the game rooms prior to the contest. 

“T’ve worked at this arcade for 
four years, and I saw new faces 
throughout the contest,’ said King 
Brown, manager of Miami's Clover- 
leaf Golf and Games. “Business is 
definitely up.” 

John Zanic, owner of Johnny 
Zee's Family Fun in British Colum- 
bia, showed higher earnings during 
the contest. “Throughout the com- 
petition we constantly had phone 
calls inquiring about our location. 
We are still seeing new people come 
through our doors every day and our 
profits are up,” he said. 

Pam Iverson, owner of Alaska’s 
Space Station arcade, was yet 
another operator who saw business 
increase due to participation in the 
Masters Tournament. “My revenue 
has been up since a week prior to the 
contest, and it is still going up now, a 
week after,’ she commented. 


The video game players, the 
people for whom the contest was 
geared, enjoyed the tournament 
even more than the operators who 
ran it. 





“They were trying their best to set 
new records,” said Wayne Coombs, 
editor of the national newsletter 
Video Games Express. “There were 
no problems. Everything went quite 


smoothly at the San Jose, California, 
location. Some players journeyed 
from as far away as Los Angeles and 
San Diego to compete.” 

“They thought the contest was 
an excellent way to showcase their 
talents,’ Zanic added. “Many players 
came from other parts of Canada to 
play. While here, they exchanged 
strategies and tricks. I can honestly 
say that many new friends were 
made because of the contest.” 

And what does video game pro- 
moter Walter Day have to say about 
his latest endeavor? “It was exactly 
what Twin Galaxies needed. The 
player response was excellent,’ he 
said. “This contest was profession- 
ally staged by everyone involved: 
Twin Galaxies, the operators who 
participated, and the individuals 
who contributed to the tournament 
manual. The success of this year’s 
competition will build excitement 
toward next year, making the 1985 
Masters Tournament the video 
game event of the year.” ® 
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PROFITS! =< 


Make sure that only your tokens are 


Uistove Malan’ 2+) "| maateleialialcron 


Eurocoin key tokens, backed by our 
computerized security system, will 
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need to help keep your revenue up. 
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Eurocoin 
international Ltd 
PO Box 13127, 
Lexington, 
Kentucky 40583. 
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Bally Sente distributors 
view new product 


Twenty-five Bally Sente distribu- 
tors from across the nation gathered 
in San Francisco September 6-8 to 
discuss sales and marketing strate- 
gies, review Sente Arcade Comput- 
er (SAC) hardware modifications, 
and preview eight games slated for 
debut October 24-27 at the Amuse- 
ment and Music Operators Associa- 
tion meeting in Chicago. 

The September conclave in- 
cluded presentations by Bally Sente 
Chairman Nolan Bushnell, Presi- 
dent Robert Lundquist, Sales Direc- 
tor Neal Smithweck, Marketing 
Director Ken Wagener, Customer 
Service Director Fred McCord, Vice 





President of Engineering Roger 
Hector, and marketing consultants 
C. Michael Leone and Bill Long. 

The topics addressed in the 
meeting included introducing sub- 
tle changes in the Bally Sente Game 
Frame design and construction, 
backgrounding distributors on 
sales, advertising, and publicity 
efforts, and reviewing sample test 
marketing data accumulated from 
the Fresno, California, and Bakers- 
field, California, areas. 

The marketing presentation, 
given by Wagener and Leone, 
premiered sample radio and news- 
paper consumer ads, as well as 


publicity and promotional oppor- 
tunities available to distributors. 
According to the marketing team, 
these efforts played a vital role in 
premiering Snakepit to the Fresno 
area where a test measuring the 
effects of consumer advertising is 
being conducted. These marketing 
activities are ongoing as are tests for 
the new SAC 1 library of games. 

This library of eight new games, 
as well as the original SAC 1 offering, 
Snakepit, were showcased to distrib- 
utors on a wall of monitors. The 
games presented to the distributors 
included: 

Hat Trick—A fast paced, video 
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These two motorized cable cars were decorated with the slogan “Back on Track—Bally Sente” referring to the cable cars 
of San Francisco and the company. The cable cars carried Bally Sente distributors through the streets of San Francisco 
for a meal that included stops at Fisherman’s Wharf for seafood, North Beach for pasta, 

Chinatown for Chinese cuisine, and Union Square for dessert. 
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hockey game. 

Trivial Compute—Where a char- 
acter called “General Knowledge” 
tests the player’s proficiency at 
recalling trivia. 

Goalie Ghost—A soccer game 
that splits the screen to provide each 
player with a personal perspective 
of goal tending and shooting. 

Chicken Shift—An_ especially 
fertile chicken produces eggs that 
travel down a convoluted passage- 
way on their way to the cartons. The 
player can “shift” the direction the 
eggs travel, and a misguided move 
culminates in a scrambled mess. 


Off The Wall—A combination of 
tennis, volleyball, and racquetball. 
The players have the opportunity to 
put the game ball in the face of their 
opponent. 

Stocker—The player drives a 
vehicle on a fast-paced excursion 
across the United States watching 
his direction, fuel, and reckless 
drivers along the way. 

Snacks and Jaxson—A ravenous 
clown attempts to devour a variety 
of foods as they float through his 
surrealistic kitchen. 

All of the above can be inter- 
changed within SAC | Game Frames 
within minutes by inserting a new 
software board, control panel, and 
graphics. 

The second generation SAC 
system, SAC II, which combines 
actual player movement with video 
game screen action, was also pre- 
viewed at the September meeting. 


Roger Hector, Bally Sente vice 
president of engineering, said the 
complexity of the SAC II system and 
its use of high speed processors in 
tandem with electric mechanical 
actuators make it unique in the 
video game industry. 

The first game created for this 
system, Shrike Avenger, is a “space 
opera” in which the player seeks to 
dodge deadly space mines on the 
way to an encounter with a deadly 
mother ship. 

The SAC | and SAC II software 
are not compatible with each 
other. ® 
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Pictured here aboard one of the specially decorated cable cars are: 
Bally Distributing’s Chuck Farmer and Mike Rudowicz; Maury Ferchen, 
Bally Aladdin’s Castle’s president; and Bally Midwest’s John Murnane. 





Bally Sente President Bob Lundquist, Chairman Nolan Bushnell, and 
Bally Corporate’s Tom Nieman take a break at the distributor meeting. 
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Operators enjoyed a Brady cocktail party. 








From left: Brian Duke of Universal, Rene Lopez and 


Ken Ichiki of Konami, and Bill Cravens of Nintendo. 


Brady Distributing 
draws a large turnout 


The Brady Extravaganza lived 
up to its name as close to 200 opera- 
tors and manufacturers’ representa- 
tives met at Brady Distributing’s 
offices in Charlotte, North Carolina, 
in August. Operators viewed new 
equipment and took advantage of 
bargains on games in stock. 

“We wanted to do something to 
let our operators know we believe in 
the industry,’ said Brady’s Jim Frye. 
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“Distributors have more oppor- 
tunities to go to various functions so 
we wanted to do something for 
Operators. 

Steve Walton of Data East 
showed the new Karate Champ. 
“This is a dedicated game that will 
turn out to be a real winner,’ 
Walton said, noting that the con- 
version market may be decreasing. 

Thayer's Quest was explained by 


cl 


A 


Manufacturers pause for photo with Jon Brady. From left: 
Bill Cravens, Jon Brady, Joe Dillon of Williams, and 
Steve Walton of Data East. 


Kent Jackson, Wayne McGuire, and Mark Belsoe collab- 
orated on the Brady Pocket Raster generator device Wayne 
is holding. Brady is proud of its service department. 


Dave McAndrews of RDI. The 
game features a keyboard on the 
control panel enabling the player to 
make many choices about game play. 


Brian Duke talked about Univer- 
sal’s new piece Do! Run Run. “The 
sound and play on this game are fan- 
tastic,’ he said. Do! Run Run willbe 
offered as an upright and kit. 


Bally's Dick Konopa answered 
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From left: Mr. & Mrs. Daryl Hayden of Putt-Putt, Don 
Clayton, founder of Putt-Putt Golf, and Tom Keil of Brady 
enjoy a drink at a cocktail party held for operators. 


questions about Bally’s latest pieces 
Gaplus, Big Bat, and the pin Black 
Pyramid, while Joy Istorico of 
Mylstar showed US vs. Them, Three 
Stooges, and new pins Alien Star 
and The Games. 

I Robot was demonstrated by 
Atari’s Jim Newlander. Other fac- 
tory representatives included Bill 
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Cravens of Nintendo, Ken Ichiki 
and Rene Lopez of Konami, Chuck 
Milhem of Valley, Mark Struhs of 
Dynamo, John Barone of Exidy, Joe 
Dillon of Williams, and Ken 
Pacheco and Mike VonKennel of 
Digital Controls. 

Brady Distributing also took the 
occasion to brag on its service 


Jon Brady, center, with Chuck Milhem of Valley on Jon’s 
right and Mark Struhs of Dynamo. (Brain Duke 1s behind 
Chuck but we never figured out what he was doing!) 


department under the supervision 
of Wayne McGuire. “We are very 
proud of the service department,” 
McGuire said. Kent Jackson, who is 
also employed in the service depart- 
ment, agrees. “Mr. Brady has drilled 
it in our heads that without good 
service, you can’t have a successful 
distributorship.” e 


YOU CAN COUNT ON NICHIBUTSU! 
NO CLOSEOUTS, NO MORE EMBARRASSING PHONE CALLS! 


“Hey Joe, remember the kit you bought last week for $1,050? 
Well, | got one today for only $395! 


NO DOGS, NO MORE RESTLESS NIGHTS! 


Since we are a small company (probably the smallest MFG. US office in 
this industry), we have the luxury of choosing “not to sell” any games 
which do not meet our expectations. We spend our money onR &D; noton 


fat payrolls! 


QUALITY GAMES AT QUANTITY PRICES 
WITHOUT HAVING TO BUY IN QUANTITY 
CALL US TODAY! 


NICHIBUTSU USA Corp. 


“antes a Mn ome ; 


emcee Dl 
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3928 S. Sepulveda Blivd., Unit 4 
Culver City, CA 90230 


213/391-6776 


Service Hot Line: 
1-800-621-0849, Ext. 157 
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Gross Collections 


Weekly Gross 
Per Video Game 


Operator Population 
Games on Location 


Locations: 
Street 


New Purchases 


STATE 
OF THE INDUSTRY 
VITAL STATISTICS 


1964 | 1983 


$6.4 Billion 


$4.5 Billion 


$53 
9,000 
1,652,324 


358,899 
19,565 


260,324 


$70 
11,000 
1,876,389 


392,175 
25,092 


363,752 


1982 
$8.9 Billion 


$109 
12,000 
1,793,000 


385,494 
23,687 


640,000 





Introduction 


W.- want to extend our sincere 
thanks to the hundreds of opera- 
tors who participated in Play 
Meter’s 1984 Annual Subscribers’ 
survey. Without your dedicated 
cooperation, this report would not 
have been possible. We realize 
the amount of time it takes to pro- 
perly complete our subscribers’ 
survey, and we are always 
amazed at the number of valid 
returns we receive. 

This year’s survey consisted of 
67 questions with many requiring 
multiple responses! The reward for 
your effort is the following State of 
the Industry Report, and it is dedi- 
cated to you, the operators who 


survived the “Crunch of ‘84.” 


About the Survey 

The surveys were mailed to 
operators nationwide in mid-July. 
Operators were given until August 
3 to complete and return their sur- 
veys. The survey covers the 12 
months from July 1, 1983, to June 
30, 1984. So, while we may refer to 
the survey as the 1984 report, it 
really represents the last six 
months of 1983 and the first six 
months of 1984. 

To determine if all the surveys 
we received were representative 
of the entire United States, we 
audited the postmarks on all of the 


envelopes. (Because of the con- 
fidential nature of the survey, 
respondents were requested not to 
put their names and addresses 
anywhere on the survey itself.) We 
were then able to produce a geo- 
graphic profile of our survey 
group. (See Geographic Break- 
down of Responses chart.) Re- 
sponses were received from all but 
six states. We then took the five 
states registering the highest 
number of responses to our survey 
and compared those totals to 
actual U.S. Census figures. The 
assumption here is that the num- 
ber of operators in a given area is 
directly proportionate to the num- 
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ber of people in a given area. As it 
turned out, California, Florida, 
Texas, New York, and Illinois 
represented 40.2 percent of our 
sample. The U.S. Census Bureau 
confirmed the fact that these five 
states represent 34.5 percent of the 
total U.S. population. Therefore, we 
can reasonably conclude that this 
year’s survey is geographically 
representative of the U.S. operator 
population. 

Particular care was taken to 
make sure that the surveys were 
sent to legitimate operators. Since 
Play Meter’s circulation figures are 
audited each year by an inde- 
pendent publication auditing 
agency, subscribers are required 
to report their occupations and job 
titles and sign their names to that 
fact. These classifications are 
coded and fed into our computer. 
For this survey, all domestic paid 
subscribers with an ‘operator’ 
classification comprised the 
mailing. 

This year we divided our 
responses into nine different 
groups again. The surveys were 
first arranged by size into three 
groups—small, medium, and 
large. The small group consisted of 
operators with 75 machines or 
fewer on location. The medium 
group was comprised of operators 
with 76-299 machines on location. 
And the large group consisted of 
operators ‘having 300 or more 
machines on location. 

Next, each size of operation 
was broken down into one of three 
categories—Street Only Operators 
(Street), Arcade Only Operators 


Extended Grid of Operator 
Population Chart 


Small Medium 


1,620 
1,350 
1,260 


4,230 


1,080 
2,200 
180 


3,510 


Street 
Mixed 
Arcade 


Total 
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Large 


1,260 


(Arcade), and Operators of Both 
street and Arcade Locations 
(Mixed). (See Extended Grids of 
Operator Population charts. ) 
Using the numbers from our 
initial response grid, we were able 


1984 





Subscriber Poll 
Geographic Breakdown 
of Responses 

State % 
CGIMOTIUIG coc edednsennincea 10.7 
FIOM 2246406 ne000r0n«s 9.8 
TOPS ca os cs eae deesaseveses 7.0 
INOUE TORE 6s cseveeensicacuus 6.6 
MUNI: «odesinvesesewoxeasas 6.1 
Mitaencaberwaesiareianaws 45 
Pennsylvania ............. 4.] 
PUCHONY «¢s04sesewaxwesee 3.3 
North Carouind ..cscsccssen 2.9 
All Others...............0. 45.0 
Total 100.0 


NOTE: No responses from Delaware, 
Maine, North Dakota, Oregon, South 
Dakota, and Wyoming. 





to complete an extended total 
number of operators using per- 
centages and an estimated oper- 
ator population level of 9,000. 
(Play Meter circulation figures 
were used to determine the net 
increase or decrease in the 
operator population.) With these 
two extended grids, we were then 
able to compute more precise 
averages from the raw totals and 
multiply these averages by the 
extended totals giving us grand 
totals for the industry as a whole. 


180 Street 
990 Mixed 
90 Arcade 


18% 
15% 


47% 





Small 


14% 


These two charts were a key factor 
in determining all the statistical 
information included in this report. 


A Word of Caution 

This survey, like any other sur- 
vey, by its very nature contains a 
certain margin of error. It would 
be impossible to question 9,000 
operators nationwide. All we can 
do is mail the surveys to qualified 
operators and hope that as many 
as possible complete them and 
return them. So, in this sense, our 
sample group is not a scientific 
sample that is carefully selected to 
conform to a set of requirements. 
Our sample selected us by com- 
pleting and mailing their surveys. 
Therefore, we have no way of 
knowing if our sample is a true 
representation of the entire opera- 
tor population. 

What we do knowis that, forthe 
most part, many of the same oper- 
ators respond to our survey each 
year. And if we compare the 
results from this year’s sample 
group to the results of last year’s, 
using the same methods and 
computations, we can tell a lot 
about the economic health of the 
entire industry. So, it's the com- 
parisons, not the actual figures, 
that tell the real story. 

That being the case, it would 
be very foolhardy for any govern- 
mental body or tax authority to 
use these survey results for any 
legislative purpose whatsoever. 
Any attempt to use the results of 
this survey for any such purpose 
would be wrongful and mis- 
leading. * 


Extended Grid of Operator 
Population by Percent 


Medium Large 


12% 2% 
25% 11% 

2% 1% 
39% 14% 
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1984 Machines on Location Analysis by Size of Operation’ 


70% 
60% 
50% 


40% 


30% 


20% 


10% 


1982 


*Size of operation is determined by total number of machines on location. 
S - Operator with 75 or less / M - Operator with 76-299 
L - Operator with 300 or more 





70% 


60% 


S0% 


40% 


30% 


20% 


10% 


0% 


1983 1982 1981 


*Size of operation is determined by total number of machines on location. 
S - Small operator with 75 or less / M - Medium operator with 76-299 
L - Large operator with 300 or more 


Shaded areas represent new operators in business one year or less. 
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The decrease of 7.6 billion 
quarters in the cash cans of: 
amusement machines nationwide 
dealt a crushing blow to the coin- 
operated entertainment industry 
in 1984. That translates into almost 
$2 billion dollars that found its way 
into other forms of entertainment 
over the past 12 months. 

Gross annual cash box receipts 
for the coin-op entertainment 
industry dropped to $4.5 billion in 
1984. This marks the second con- 
secutive year of declining reve- 
nues for the industry. This year's 
drop amounts to a 30 percent 
decrease from last year and a 
whopping 49 percent drop from 
1982 when the industy hit its all- 
time high of $8.9 billion. 

Video game earnings totaled 
$3.1 billion, down 43 percent or 








1984— 
The Year of the Crunch 








1984 Annual Gross Receipts 
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$2.3 billion from last year, and 
down 60 percent or $4.6 billion 
from 1982. In 1981, the average 
video game was earning an 
average of $140 per week in gross 
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1982 1983 
collections. Today, the average 
video game is grossing a mere $53 
per week. 

On the brighter side of the coin, 
all other amusement machines 


Average Weekly Gross Collections 


+/-% Change 


Video Phonographs 

Laser Disc Video Games 
Ball Roll-Up Games 

Pool Tables 

Non-Video Arcade Games 


Electronic Dart Games 


Video Games 
Counter Games 
Kiddie Rides 
Pinball Games 
Phonographs 
Shuffle Alleys 
Shuffleboards 
Foosballs 
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By Type of Machine 


1984 1983 1982 1981 


$176 
$120 
S 98 
S 60 
S 59 
S 55 
S 53 
S 52 
S 50 
S 41 
S 40 
S 36 
S 30 
S 26 





1980 1979 1978 1977 
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Total Operator Population 
By Type and Size of Operation’ 


Small 


% Total 


2,970 
1,260 


4,230 


33% 
14% 


47% 


3,330 37% L170 
180 2% 90 


3,510 39% 1,260 


street Operators** 
Arcade Only Operators 


Total 


*Size of operation is determined by total number of machines on location. 
Small Operator - with 75 or less / Medium Operator - with 76-299 


Large Operator - with 300 or more 


**Includes operators of both street and arcade locations. 


performed surprisingly well de- 
spite declining video game reve- 
nues. The gross annual collections 
from all other coin-op amusement 
devices increased by $400 million 
in 1984. Renewed interest in these 
previously ignored industry staples, 
namely pool tables, pinballs, and 
phonographs, accounted for most 
of that increase. Ball roll-up 
games, non-video arcade games, 
counter games, kiddie rides, and 
electronic dart games are games 
that fared extremely well in 1984. 

Clearly, operators are turning 
to these other forms of coin-op 
entertainment in an effort to offset 
ever declining video game reve- 
nues. In 1983, video games made 
up 80 percent of operator inven- 
tories; today that figure sits at 66 
percent. 


The Shakeout Continues 

With $1.9 billion less to go 
around, many more operators fell 
by the wayside in 1984. An esti- 
mated 3,000 operators were 
forced to close up shop this past 
year while 1,000 brave souls 
entered the business. This resulted 
in a net decrease in the operator 
population of 2,000. The total oper- 
ator population is now conserva- 
tively estimated to be 9,000 oper- 
ating concerns—down 25 percent 
from an estimated 12,000 in 1982. 
Small operators, those operating 
75 machines or fewer, accounted 
for a large majority of the 
casualties. 

The survivors of the shakeout 
had very little to be happy about 
despite the fact that they had 
fewer competitors. For the second 
year in a row and for the second 
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100% 
90% 
80% 
70% 
60% 
SO% 
40% 
30% 
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time in the history of this survey, 
operators reported a decrease in 
net profits for 1984. Sixty-seven 
percent of the operators respond- 
ing to the survey indicated that 
their net profits decreased since 
1983. Only 22 percent of the entire 


Reporting Increase/Decrease 
In Number of Competitors 


1984. 1983 1982. | 1984 1983 1982 
Stayed the Same 









11% 









operator population said they had 
experienced an increase in net 
profits. 

Profitable operating concerns 
reported an average pre-tax net 
profit of 22.3 percent with a range 
running from 14 percent up to 26 


Operator Net Profits 


1984 1983 1982 | 1984 1983 1982 | 1984 1983 1982 
——taceases | —_Deswase | Stared te Same 





11% 
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percent. This proves that there is 
still good money to be made in this 
business if one Knows the ropes 
and is quick to react to abrupt 
changes in market conditions. 

Due to the drastic decline in the 
number of small inexperienced 
operators, the remaining operator 
population has continued to take 
on a more mature appearance. 
The average operator now 
provides his customers with 10 
years of experience compared to 
only 7.5 years in 1983. 

Operators who have been in 
business three years or less now 
comprise 34 percent of the total 
operator population. In 1983, 61 
percent of the operator population 
fell into this category. Small 
operators now average four years 
in the coin-op business, and the 
medium size operators average 
12 years in operation. Large 
operators now average 23 years 
of service to their customers. 


Employment 

Interestingly, nationwide em- 
ployment figures did not suffer any 
severe setbacks in 1984. In fact, this 
year’s employment figures indi- 
cate a slight (5 percent) increase 
over last year's figures. Although 
2,000 operating companies went 
out of business this past year, their 
demise did not adversely affect 
employment at the operating 
level of the industry. Most of the 
companies that went out of busi- 
ness employed one to three 
people. 

The remaining operating con- 
cerns found themselves with fewer 
new video machines on location 
and considerably more non- 
video, electromechanical ma- 
Chines that require more service 
and attention. Additional office 
help and technical repair help 
more than offset the employment 
decrease caused by the demise of 
the small operators. 

In 198& the average operator 
had 5.4 full-time employees and 
3.2 part-time employees. With the 
average operator operating 184 
pieces of equipment, this means 
there was one full-time employee 
for every 34 pieces of equipment 
on location. Last year!/With the 
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average operator operating 171 
pieces of equipment, he employed 
four full-time and 2.6 part-time 
employees. This means there was 
one full-time employee per 42 
pieces of equipment. 

The full-time employment 
figures for the operating segment 
of the industry was 48,683 com- 
pared: to 44,000 last year and 
70,000 in ‘82. Last year operators 
employed 29,000 part-time 
people; this year that total is down 
slightly to 28,400. As one might 
expect, more than half (52 per- 
cent) of all part-time employees 
are employed by arcade-only 
operators. In support of these 
rather startling employment 
figures, 73 percent of the operators 
polled said they are employing as 
many or more people this year as 
compared to last year. Fifty-seven 
percent reported employing more 
people this year than last year. 


Due to the decreasing popu- 
larity of the relatively “service- 
free” video game and the increas- 
ing dependence on the more 
service-oriented staples such as 
pins, phonographs, and pool 
tables, the employment figure for 
service technicians is up 21 
percent. Of the 77,083 employees 
at the operating level of the indus- 
try, 22,277 are service technicians. 
This represents nearly 4,000 more 
technicians than were employed 
one year ago. 

Using the estimate of 1,652,324 
pieces of equipment on location, 
this means that there is one service 
technician for every 74 pieces of 
equipment. Last year the industry 
reported one service technician 
for every 102 pieces of equipment 
on location. 

According to this year’s survey, 
134,751 service calls were made 
each week. Multiplying this figure 


1984 
Location Analysis 
Total Arcade Locations 


(Locations with 10 or more Games) 
By Type of Operation & Size of Operation’ 


Small 


1,575 
1,913 


3,488 


Arcade Operators 
Street Operators 


Total 


Medium 


6,570 


Large Total 


480 1,305 


7,722 
9,027 


3,360 
16,205 


7,050 19,565 


Total Street Locations 
(Locations with Fewer than 10 Games) 
By Size of Operation’ 


Small 


Street Operators SlAlZ 


Medium 


107,841 


Large Total 


219,646 358,899 


*Size of operation is determined by total number of machines on location. 
Small Operator - with 75 or less / Medium Operator - with 76-299 
Large Operator - with 300 or more 


Distribution of Videos and Pins 
by Location 


Arcade 


897,201 
70,731 


967,932 


Video Games** 
Pinballs 


Totals 


Street Totals 


198,160 
68,372 


266,532 


1,095,361 
139,103 


1,234,464 


**Includes laser disc video games. 
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by 52, 7,007,052 service calls were 
made in 1984. Dividing this num- 
ber by the 1,652,324 machines on 
location, there was an average of 
4.24 service calls permachine, per 
year. 


Machines and Locations 
Among other things, 1984 will 
also be known as the year of the 
demise of the arcade. For the first 
time in the history of this survey, the 
total number of locations for coin- 
op amusement machines declined. 
One year ago, 417,267 locations 
existed in the United States. This 
year that figure has fallen to 
378,464, a decrease of 9.3 percent. 
The arcades that once flour- 
ished throughout the United States 
took the biggest beating. There 
was an all-time industry high of 
25,092 arcades in operation 
throughout the United States in 
1983. According to this year's 
survey, only 19,565 arcades are 
still in business. This represents a 22 
percent drop in the number of 
arcades within the past 12 months. 
Street locations, on the other 
hand, suffered only a minor set- 
back in 1984 dropping only 8.5 
percent from last year’s record 
level. But with a total of 358,899 
street locations being reported this 
year, that still means 33,276 street 
locations no longer exist. Yet, 
despite this significant decrease in 
the number of locations, the aver- 
age operator now services an 
average of 42 locations. Last year 
operators serviced an average of 
only 38 locations. 
Likewise, for the first time in the 


1984 
Total Units on Location 


All Types of Machines 
By Type and Size of Operation’ 


Small 


121,935 
51,799 


173,734 


Street*’ 
Arcade Only 


Total Units 


510,839 


Medium Large Total 
483,959 


26,880 


811,781 
155,970 


967,751 


1,417,675 
234,649 


1,652,324 


Total Units on Location 
By Size of Operation and Type of Machine’ 


Small 


140,211 
5,878 
13,010 
4,553 
865 
3,243 
635 
234 
1,885 
183 
397 
2,640 


173,734 


Videos Games 
Phonographs*** 
Pinballs 

Pool Tables 
Non-Video Arcade 
Laser Disc Videos 
Ball Roll-Up 
Shuffles 

Foosballs 

Kiddie Rides 

Dart Games 
Others 


Total Units 


510,839 


Medium Large Total 
351,760 
45,559 
43,913 
30,970 
7,290 
7,608 
1,823 
6,558 
4,029 
1,442 
2,815 
TAdLe 


576,561 
117,403 
82,180 
71,651 
39,602 
15,978 
18,495 
12,850 
11,950 
11,493 
4,990 
4,598 


967,751 


1,068,532 
168,840 
139,103 
107,174 

47,717 
26,829 
20,953 
19,642 
17,864 
13,118 

8,202 
14,350 


1,652,324 


*Size of operation is determined by total number of machines on location. 
Small Operator - with 75 or less / Medium Operator - with 76-299 
Large Operator - with 300 or more 
**Includes operators of both street and arcade locations. 
***Includes Video Phonographs 


history of this survey, the total num- 
ber of units on location dropped 
dramatically in 1984. The total 
number of amusement machines 
on location in the U.S. fell a stag- 





gering 12 percent from last year’s 
record level. A net total of 224,065 
amusement machines vanished 
from the streets of America in 1984. 

Had it not been for a resur- 


Average Number of Units on Location 
Per Operator by Type of Machine 


1984 
(9,000) ° 


122 
15 
19 
12 
16 


184 


Video Games 
Pinballs 
Phonographs 
Pool Tables 
Others 


Total 


38 


(11,000)° 


All Operators 


1981 1980 
(9,000) ° 


1983 1982 


(12,000)° 


136 114 
13 13 
9 12 
fi 6 
6 4 


171 


96 
31 
19 
13 
IZ 


171 


72 
98 
43 
31 
24 


268 


149 


“Estimated Operator Population 





(7,500)° 


1979 
(7,500)° 


1977 
(6,000) * 


1978 
(7,500)° 


60 
91 
44 
30 
36 


62 
99 
59 
35 
37 


—— — 


30 
66 
50 
24 
30 


PLAY METER, November 1, 1984 


gence of pinballs, phonographs, 


and pool tables, that number 
would have been nearly doubled. 
Video games were, undoubtedly, 
the hardest hit equipment type. 
There are slightly more than 
400,000 fewer video games on 
location now than there were one 
year ago. Asubstantial increase in 
the number of phonographs, pool 
tables, and other non-video 
devices now on location made up 
almost half the difference. The 
total number of phonographs on 
location in 1984 was up 72 percent, 
total pool tables on location up 35 
percent, and the number of pin- 
balls on location remained rela- 
tively unchanged. 


New Equipment Purchases 

In 1981, when video games 
were averaging $140 per week in 
gross collections, 60 percent of all 
the video games on location were 
new games. Since that time, this 
percentage has dwindled rapidly. 
Today only a mere 15 percent of 
all video games on location are 
new games purchased within the 
past 12 months. 

The video game glut of ‘82 and 
‘83 has finally taken its toll on the 
industry's manufacturing com- 
munity. Sales of new video games 
(including lasers) plummented 44 
percent down to 168,508 units in 
1984. Comparing that figure to the 
industry-s high water mark of 
563,000 units set in 1982, results ina 
70 percent decline in new video 
game purchases over the past two 


1984 
Total New Equipment Purchases 
By Type of Game and Size of Operation* 


Small 


22,814 
2,907 
3,807 
1279 
2,073 

748 
1,082 
142 


Video Games 
Pinballs 


Laser Disc Videos 


Phonographs 


Pool Tables 

Ball Roll-Up 

Non-Video Arcade 

Dart Games 

Counter Games 93 

Kiddie Rides 

Shuffles 

Foosballs 

Others 95 
Total 36,460 


years. 

Non-video amusement devices 
benefited from the public’s grow- 
ing disenchantment with video 
games. Sales of new non-video 
amusement equipment increased 
an impressive 47 percent over last 
year’s figures. While 62,249 non- 
video devices were sold in 1983, a 
whopping 91,816 were sold in 
1984. Non-video devices now 
represent 35 percent of all new 
equipment purchased. That figure 


1984 


All Operators 


Medium Large Total 


50,785 
10,046 
6,034 
5,405 
5,702 
992 
2,012 
1,892 
3,370 
440 
1,494 
Lwl2 
1,164 
90,148 


75,982 
6,059 
9,086 
7,729 
5,245 
wist 
6,671 
9,692 
2,603 
3,902 

943 
aii 
396 
133,716 


149,58 1 
19,012 
18,927 
14,413 
13,020 
10,511 - 

9,765 
7,686 
6,066 
4,692 
2,629 
2,367 
1,655 
260,324 





was 12 percent only two years ago. 

The phonograph headed the 
list of the non-video variety that 
made significant gains in sales last 
year. Sales of new phonographs in 
1984 increased 58 percent over 
last year. Resourceful operators 
were obviously quick to realize 
that a jukebox cranking out $50 a 
week, month after month, year 
after year, was a lot better than a 
video game bringing in $50 a 
week and waiting for the bottom to 


Average Number of New Machines Purchased 
Per Operator by Type of Machine & Size of Operation’ 


Small Medium Large 


Videos 6 
Pinballs ] 
Phonographs - 
Pool Tables - 
Others ] 


Average 8 


1984 


19 10 
2 ] 
y) ‘ 
] : 
5 


] 


106 29 12 


1983 


Average | Small Medium Large 


25 111 
7 

] 

] 


2 
3 


4 
° 
5 


32 132 


*Size of operation is determined by total number of machines on location. 
Small Operator - with 75 or less / Medium Operator - with 76-299 
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1984 


Market Shares 
By Manufacturer 
and Type of Machine 


New Dedicated Video Games 
(Estimated Total Units Sold: 168,508) 


Manufacturer 1984 
Bally Midway...... 21% 
FIG) oacienmoncaane 19% 
Nintendo .......... 10% 
MYIStOD ..cdeksadaes 7% 
Centuri ............ 7% 
Konami/Centuri.... 7% 
Cinematronics ..... 6% 
Wiliams ...kesccens 5% 
Taito America ..... 4% 
Merit .............. 3% 
COitell .. cece ucvcewn 2% 
SIOTD xcecsiuvcesuca 1% 
Dette! EQS ..iasinewe 1% 
Konami/Interlogic.. 1% 
Universal .......... 1% 
=? 41 | 1% 
Others ............. 4% 


1983 


25% 
19% 
9% 
6% 
4% 


12% 
5% 


3% 
1% 


2% 


7% 


1982 


33% 
23% 
10% 


2k 
2% 
11% 
6% 


3% 
1% 
6% 


Conversion Video Games 


(Estimated Total Units Sold: 70,324) 
1984 1983 1982 


Manufacturer 

Universal .......... 18% 
MEMO cucasaccsveaws 14% 
Nintendo .......... 13% 
Bally Midway...... 10% 
Konami/Centuri.... 7% 
Konami/Interlogic.. ‘7% 
ch) 5% 
Crown Vending.... 4% 
Detter Eerst ..n vccsews 3% 
Centuri ............ 2% 
Magic/Eagle ...... 2% 
SNK Enterprises .... 2% 
lf, 2% 
Cinematronics ..... 1% 
WHICH. ..4 4 sec eae 1% 
Others ............. 9% 


New Pinball Games 


(Estimated Total Units Sold: 19,012) 


Manufacturer 1984 
Bally Midway...... 45% 
Williams ........... 33% 
Gottlieb. ........... 16% 
COCCI oc kw wm ns 5% 
OUNCTS «ce sesaviwnes 1% 


1983 


53% 
20% 
20% 


7% 


New Pool Tables 


(Estimated Total Units Sold: 13,020) 


Manufacturer 1984 
VOUIOY + cncdees cawes 58% 
DYNGINO . ia scscvess 31% 
US. Billiards/ 

K. Enterprises ..... 10% 
OUNCMS 2.24056 s0850. 1% 


1983 


67% 
23% 


9% 
1% 


1982 
47% 
18% 
26% 


9% 


1982 


68% 
14% 





New Phonographs 


(Estimated Total Units Sold: 14,413) 





Manufacturer 1984 1983 1982 

ROW@..........000. 61% 66% 45% 

Rock-Ola .......... 19% 14% 28% 

NSM s iscccanaccernes 17% 11% 6% 

Stern/Seeburg ..... 2% 6% 15% 

Others ............. 1% 3% 6% 
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fall out. The introduction of video 
phonographs, featuring the latest 
music videos, undoubtedly had an 
additional impact on the sale of 
new phonographs as evidenced 
by their newly gained status of 
being the highest grossing amuse- 
ment machine in the industry 
($176/week). 

Despite the decrease in the 
number of operators and the 
number of locations in 1984, pur- 
chases of new pinball machines 
and new pool tables remained 
relatively unchanged over last 
year. That in itself can be 
considered a respectable achieve- 
ment in such a depressed market. 


Other games making substan- 
tial inroads with the new equip- 
ment market were ball roll-up 
games, kiddie rides, electronic 
dart games, and other non-video 
type games. Diversification was 
obviously the key to success in 
1984. 

The long awaited emergence 
of factory authorized conversion 
kits for faltering video games 
made their formal debut in 1984. 
As expected, operators jumped at 
the chance to bring new life to 
games that were destined for the 
junkyard. Sales of conversion kits 
in their first full year of availability 
were estimated to be 70,324 units. 





Issues and Answers 





Gray Area Games 

Subterfuge gaming devices, 
more commonly known as “gray 
area” machines, saw yet another 
increase in the number of opera- 
tors resorting to operating the hotly 
debated devices in order to stay 
alive in 1984. A disappointing 24 
percent of those operators re- 
sponding to this year’s survey 
admitted to operating gray area 
machines. That’s more than dou- 
ble the number of operators oper- 
ating gray area games two years 
ago. Compared to last year, gray 


area machine operators increased 
their fold 33 percent in 1984. 

Even more depressing is the 
fact that 62 percent of the opera- 
tors polled reported that gray 
area machines are being oper- 
ated in their area. This is a sad 
commentary on an industry that 
once struggled so hard to rid itself 
of its rather unsavory image. 
Reports of raids, arrests, and con- 
victions are becoming common- 
place as more and more opera- 
tors are finding themselves behind 
bars. 


Operating Gray Area Games 
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Should Video Lotteries Be Legalized? 
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All the work, time, and effort 
spent on trying to clean up the 
industry's image all seem like a 
waste now as the proliferation of 
gray area machines continues to 
give the industry a black eye it 
may never lose. 


Video Lotteries 

The video lottery machine is, 
perhaps, the most threatening 
issue ever to face the industry. 
While still in its infancy, the spread 
of video lottery machines is being 
monitored very closely nation- 
wide. The controversial video 
lottery devices are, for the time 
being, legal in Nebraska and are 
being tested in Illinois. In both 
instances, these legalized gam- 
bling machines have met con- 
siderable opposition. The Nebras- 
ka legislature recently passed a 
bill that will outlaw the machines 
beginning January 1, 1985. Anda 
number of cities and townships in 
Illinois are actively opposing the 
placement of these devices in their 
communities. 

The video lottery machines 
now in operation are being oper- 
ated by the gaming machine 
manufacturers and state appointed 
agencies, thereby bypassing the 
local operators altogether. That 
being the case, the legalization of 
video lottery devices poses a very 
serious threat to the existence of 
the entire industry. 

With that thought in mind, we 
asked the operators responding to 
our survey if they favor video lot- 
teries being legalized in their 
states. A resounding 74 percent 
said they were not in favor of 
legalized video lotteries. When 
asked if they ever expected to 
operate video lottery machines 
should they become legal, we 
received a mixed response. A 
surprising 45 percent said yes, 
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while 55 percent said they did not 
expect to be allowed to operate 
the devices. 


Restrictions 

On other industry fronts, the 
operators’ battle against state and 
local authorities over unfavorable 
legislation continues. The number 
of operators being hampered by 
various restrictions rose to an all- 
time high in 1984 of 55 percent of 
the total operator population. 

Again this year, the majorcom- 
plaints among the operators 
being hampered are excessive 
license fees and unfair taxes. Fifty- 
two percent of our survey sample 
said they were encountering legis- 
lative problems with high license 
fees (33 percent) and unfair taxes 
(19 percent). This represents a 12 
percent increase over last year's 
figures with the largest increase 
being in the area of high license 
fees. 

Other restrictions reported 
were: a restriction on the number 
of machines per location (12 per- 
cent), zoning restrictions (10 per- 
cent), curfew (9 percent), age 
restrictions (7 percent), a ban on 


some or all game types (7 per- 
cent), and a ban on arcades or 
game rooms (3 percent). 


For whatever reasons, far fewer 
operators chose to take up the 
fight against oppressive legislation 
in 1984. Only 55 percent of 
operators reporting being ham- 
pered this past year said they 
fought back. In 1983, 74 percent 
took up the battle against city hall. 
sadly, the success ratio of those 
who fought back declined from 57 
percent in 1983 to 44 percent in 
1984. That means 56 percent who 
did fight, lost the battle, and in 
some cases, their businesses as 
well. 


Breaking Even 

With the high cost of today’s 
video games, operators are con- 
stantly concerned with their ability 
to earn money over the long haul. 
According to this year’s survey, 
operators said they needed to 
gross $105 per week for 12.2 
months to reach a break-even 
point. 


In an effort to pin down the 
average location life of aq new 
dedicated video game, this year's 
survey revealed the average life 
to be 85 months, up from 7.8 
months last year. While the 
increase in the location life of a 
video game may sound encour- 
aging, the operator still finds him- 
self coming up far short—S$52 per 
week and 3.7 months short to be 
exact. 





Location Management 





Commissions & Contracts 


since video games are aver- 


aging only $53 per week, opera- 
tors need to be renegotiating 
commission arrangements. With 
lasers’ high cost, many admitted 
making special arrangements for 
these pieces. However, there is 
good and bad news about 
commission arrangements this 
year. The good news is that only 8 
percent of the operators said they 
received less than 50 percent of 


collections this year, compared to 
17 percent last year. The smaller 
operators who dropped out of the 
industry in ‘84 probably accounted 
for the percentage drop in this 
category. 

The bad news, however, is that 
only 24 percent said they received 
more than 50 percent of the collec- 
tions compared to 49 percent in 
1983. In all likelihood, the demise 
of the small arcade operator who 
garnered 100 percent of his collec- 
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tions accounted for a substantial 
portion of this drastic drop. The 
percentage of operators who are 
on a 50/50 commission arrange- 
ment soared to 68 percent from 
only 34 percent last year. 

Twenty-four percent of the 
operators polled said they charged 
a service fee. Of this percent, 58 
percent said they charge a mini- 
mum guarantee, 26 percent insti- 
tuted a service charge, and 16 
percent required front money. This 
suggests that operators are finding 
ways to supplement lower collec- 
tion commissions without actually 
renegotiating the collection split in 
their favor. 
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Operators did not significantly 
alter policies in extending location 
loans or working with contracts. 
These percentages have stayed. 
virtually the same since 1982. This 
year 14 percent said they make 
location loans (15 percent in 
1983). Fifty-five percent said they 
were using no contracts. This 
figure remains unchanged from 
last year. Thirty-seven percent said 
they are using contracts in some 
locations (35 percent last year), 
and only 8 percent said they have 
all locations under contract (10 
percent last year). But with the pro- 
liferation of gray area games and 
the advent of video lottery ma- 
chines, more operators may seek 
to cement relations with locations 
by utilizing contracts next year. 

In another attempt to secure 
locations’ loyalty, 11 percent of the 
operators said they participated in 
league programs this year, with 
pool being the most popular 
program. More than half of those 
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Commission Arrangements (Operators’ Share) 


30% 40% 


in league programs are in a pool 
program. Darts was named by 25 
percent of those responding. Of 
the 11 percent participating in a 
league, 83 percent said their col- 
lections increased due to their 
participation. 


Alternatives 

With video collections at a 
record low (total sales of new 
equipment for ‘84 are less than the 
number of Pac-Man and Ms. Pac- 
Man units produced), operators 
are seeking alternatives. Vending 
machines are operated by 16 
percent of the coin-op amusement 
operators and they average 39 


1983 


50% 60% 70% 


pieces. An average of 99 cigarette 
machines per operator are run by 
21 percent of responding opera- 
tors. They sell an average of 89 
packs per week/per machine. 
Last year only 19 percent said they 
operated cigarette vending 
machines. 

Another alternative that should 
be employed by significantly 
more operators in the next 12 
months is private coin-op pay 
phones. Although Minnesota is the 
only state to rule in favor of the 
phones for local calls, 3 percent 
report operating them. However, 
other states are not far behind. The 
FCC has given approval for sub- 
missions for the required FCC num- 
ber, and companies are submit 
ting phones. 

Only 15 percent of the opera- 
tors polled said they eliminated 
any type of equipment from their 
routes in the last 12 months, down 
40 percent from the 27 percent 
who said they eliminated equip- 


ment last year. Though the per- 
centage was higher last year, this 
is the first year video games were 
eliminated by operators (11 per- 
cent of those responding or 1% 
percent of the operator popula- 
tion). Twenty-nine percent (or 
about 4 percent of the operator 
population) said they eliminated 
pinball. Other types of equipment 
mentioned (in order) are: juke- 
boxes, shuffleboards, foosball, air 
hockey, pool tables, cocktail 
videos, darts, and laser games. 


Associations and Fees 

Operators have strived to 
secure and maintain a level of 
professionalism not formerly asso- 
ciated with this industry, and the 
percentage of operators who said 
they belong to a national or state 
association bears this out. This year 
44 percent said they are members 
of the AMOA, up from 24 percent 
last year. Two percent said they 
are members of the relatively new 
NCMI, up from only one percent 
last year. State associations also 
saw an increase in membership. 
Forty-eight percent of the opera- 
tors said they belong to state asso- 
ciations, up from 27 percent in 
1983. 

The percentages reflect that 
many newcomers, fly-by-night 
operators, who left the industry did 
not bother to participate in the 
associations. Their departure 
raises the percentage of the 
operator population which 
belongs to associations. 

Similarly, in another effort to 
improve business quality, the per- 
centage of operators who utilized 
computers in their operations rose 
to 31 percent from 25 percent last 
year. Last year it was predicted 
that this figure would more than 
likely increase, and it will pro- 
bably rise again next year. The 
most popular computers men- 
tioned in this year’s survey, in 
order, were: Radio Shack TRS 80 
Model II, IBM PCXT, Apple IIE, 
Apple II+, and the Commodore 64. 

As collections on videos, the 
target of many legislative battles, 
plummeted, officials were hardly 
ready to stop trying to fatten state 
and local treasuries with taxes and 
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Operators Paying Gross Receipts or Sales Tax . 





20% 


license fees from the coin-op 
industry. 

Last year 39 percent of the 
operators polled said they paid a 
gross receipts/sales tax. That 
figure grew to 48 percent this year. 
Last year the majority (52 percent) 
of those paying the gross receipts/ 
sales tax paid only 3-4 percent. 
However, this year 56 percent of 
those who pay the tax pay in the 5- 
6 percent range (31 percent paid 
in this range last year). In 1983 
only 4 percent of those who paid 
the gross receipts/sales tax paid 7 
percent or more. This year that 
percentage doubled to 8 percent. 
Where 13 percent said they paid 2 
percent or less last year, this year 
that statistic dropped to only 4 
percent. 


The state, county, and city 
license fees on video games have 
nearly doubled since last year. 
License fees on other coin-op 
equipment have increased 
(except for the city license fee for 
pool tables) but not as drastically 
as video fees. 


The average state license fee 
on video games is now $100, up 
from $41 in 1983. The average city 
license fee is $80, up from $34 in 


2% or 
Less 
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State 4% 32% 
City 56% 20% 
County 58% - 


“Too few responses to compute accurately. 


50% 60% 


40% 70% 

1983, and the average county 
license fee is now $40, up from $26 
in 1983. It is ironic that license fees 
escalated as collections dropped. 

Other state license fees are $54 
for pool tables, $56 for phono- 
graphs and pinballs, and $59 for 
arcade/novelty equipment. 

The county license fees for 
these types of equipment are $25 
for pinballs and pool tables, $26 on 
phonographs, and $38 for arcade/ 
novelty pieces. 

The city license fees are $25 on 
pool tables (the only fee regis- 
tering a drop), $36 on phono- 
graphs, $45 on pinballs, and $40 
on arcade/novelty equipment. 


Equipment Purchases 
It is obvious by the number of 
video games purchased this year 


that operators are scrutinizing 
each purchase, taking precautions 
against investing in equipment 
that will not offer them a fair return 
on investment. Since the _ intro- 
duction and less than hoped for 
reception of laser games in the last 
12 months, other industry staples 
are making a comeback. Figures 
from this survey verify this. Opera- 
tors purchased fewer videos this 
year—the only equipment type 
showing a decrease. Last year 22 
percent said they purchased more 
new videos, compared to only 15 
percent this year. 

But other pieces experienced a 
purchasing upswing. Thirty-one 
percent said they bought more 
new pinballs, up from 12 percent 
last year (22 percent bought about 
the same number). Twenty-three 
percent said they bought more 
new phonographs, up from 15 
percent last year (28 percent 
bought the same number). Twenty- 
six percent bought more new pool 
tables, up from 19 percent last 
year (31 percent bought about the 
same number). And 30 percent 
bought more new arcade/novelty 
pieces compared to 23 percent 
last year (32 percent bought about 
the same number). 

Another encouraging statistic 
verifying the interest in pinball is 
that half of the operators pur- 
chased an average of four used 
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pinballs in the last 12 months. 

The use of speed-up and en- 
hancement kits showed a big 
jump from 1982 to 1983 when it 
was a major issue in the industry. 
However, 62 percent said they 
used the kits this year, and this 
figure was the same as 1983's 
statistic. 

With the high cost of video 
games, slightly more operators (17 
percent) admitted buying games 
thought to be unauthorized copies, 
up from 15 percent last year. 

Operators have not signifi- 
cantly changed their sources for 
new and used equipment buying. 
Distributors were still the primary 
source for the majority of operators 
in both categories. 

For new game purchases, 61 
percent said they deal with their 
local distributor and 24 percent 
said their primary source was dis- 
tributors outside the territory. Dis- 
tributors are the primary source for 
new equipment for 85 percent of 
the respondents. Other sources 
include buying. direct from a 
manufacturer (4 percent), other 
operators (6 percent), and other 
sources (5 percent). 

For used game purchases, 31 
pe-cent said their primary source 
was the local distributor and 9 
percent said they used a distribu- 
tor ont of the territory. Forty 
percent of the operators used a 
distributor as the primary source of 
used equipment. Other sources 
include 32 percent who named 
other operators, 13 percent whose 
primary source was auctions, 7 
percent used jobbers, 6 percent 
named trade magazines, and 2 
percent specified other sources. 

Distributors maintained about 
the same position on trade-ins this 
year. The only category to register 
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1984 


New Equipment Buying Trends 
All Operators 


Bought 
More 


15% 
31% 
23% 
26% 
30% 


Video Games 
Pinballs 
Phonographs 
Pool Tables 
Arcade/Novelty 






hg 
Pal 


a drop was those who accept all 
trades. Only 8 percent of the 
operators responding said their 
distributor accepts all trades, 
down from 10 percent last year 
and 12 percent in 1982. Fifty-nine 
percent said their distributors 
accept some trade-ins, slightly up 
from 57 percent last year. And 33 
percent said their distributor 
accepts no trade-ins, the same as 
last year. 

Twenty-six percent of the oper- 
ators polled still rely on distributor 
recommendations when consider- 
ing purchases of equipment. 
Thirty-one percent rely on earn- 
ings reports from other operators. 


Turn to Play Meter for a preview of the AMOA Exposition. 
The December 1 issue will feature a sneak preview of 

the new equipment, highlights of Chicago, 
a special Frank's Cranks column, and more. 





Distributor Trade-In Policy Analysis 
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This figure is significantly up from 
22 percent last year. Twenty-eight 
percent rely on Play Meter, and 4 
percent rely on other trade maga- 
zines. Eleven percent relied on 
other sources. 

Even with the bleak statistics on 
videos, more operators are opti- 
mistic about the future of the 
industry this year. Twenty-two 
percent said they are more 
confident (only 12 percent said 
they were more confident last 
year); 53 percent said they were 
less confident (down from 66 per- 
cent last year); and 25 percent 
said they feel about the same (22 
percent last year). 6 
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With video games now only 
averaging $53 per week in gross 
collections and lasting just 8.5 
months on location, something has 
got to give. At the rate of $26.50 per 
week (operators share), there 
simply aren't enough weeks in a year 
to pay off a new video game that 
costs the operator $2,500-$3,000. 
Either the prices of new, video 
games must be reduced drastically or 
the earnings of new video games 
must increase substantially. 

The millions of dollars in profits 
made by the large video game manu- 
facturers during the video boom 
were not reinvested back into the 
industry. Instead, these huge profits 
were used to purchase gambling 
casinos, health spas, yacht com- 
panies, amusement parks, and other 
non-industry related enterprises. 

Consequently, there is very little 
money going into research and 
development these days. That being 
the case, we don't look for any big 
increase in the earning potential of 
video games, and we expect prices of 
new video games to begin falling 
considerably in 1985. The video 
game manufacturers just may learn 
something about the elasticity of 
demand. Reduced prices on new 
video games may very well result in 
a substantial increase in unit sales. 
For that reason, we are projecting an 
increase in new video game pur- 
chases in 1985. 

Even more encouraging for the 


video game outlook is the wide- 
spread availability of conversion kits 
and the introduction of video game 
“systems.” Making amends for their 
past sins, all major video game 
manufacturers are now offering 
conversion kits for their games. As 
expected, conversion kits were well 
received by the operator population 
in 1984, and we have every reason to 
expect this trend to continue in 
1985. 

The emergence of video systems 
by manufacturers such as Nintendo 
and Sente are sure to have a positive 
impact on the future of the video 
game. Nintendo's VS. System, for 
instance, offers the player a game 
that would be impossible to play at 
home because it employs the use of 
two monitors, and it provides the 
Operator with a simple, more 
economical method of converting 
the game to something entirely 
different. Innovations such as this 
are sure to brighten the future of the 
video game in 1985. 

We are somewhat skeptical 
about the future of laser disc video 
games. There can be no doubt about 
their income potential, but, as of yet, 
they provide very little interaction 
between player and machine, and 
until this technological bridge is 
gapped, laser games are not expected 
to make any significant comeback in 
1985. 

The largest single threat to the 
future of the video game is the 


emergence of video lottery games. 
The legalization of such devices 
would be devastating to the video 
game business as it exists today. 
With the tremendous amount of 
local opposition video lotteries are 
being met with, we don’t expect that 
to happen in 1985. If they do catch 
on, they are not expected to do so 
until 1986. That should provide 
Operators with enough time to 
prepare for the worst. 

With that thought in mind, we 
can expect operators to be hedging 
their bets by digging in and en- 
trenching themselves in their 
phonograph and pool table loca- 
tions. Consequently, we are antici- 
pating another good year for the 
phonograph and the pool table. 

The time is also right for the re- 
emergence of the pinball machine. 
Since pinball offers a form of enter- 
tainment that cannot be experienced 
in the home, we are looking for 
pinball to make a substantial come- 
back in 1985. The same can be said 
of other non-video amusement 
devices, and we are anticipating 
another good year for electronic dart 
games, shuffle alleys, and shuffle- 
boards. 

What all this boils down to is 
that those operators who firmly 
entrench themselves in their 
phonograph and pool table loca- 
tions will be safe, no matter what 
happens. Those who don’t are in for 
trouble in 1985. 
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Top 20 
Performing Video Games of 1984 


A Composite of Play Meter’s Twice Monthly Equipment Poll 
Compiled Over the Past Year (Jan. 1, 1984— Oct. 15, 1984 Issues) 











All Locations 
(Games Making the Poll 6 Times or More) 
Times Times 
Rank - Game/Manufacturer Rating on Poll Rank - Game/Manufacturer Rating on Poll 
1. Punch Outl!!/Nintendo.......... 13.7 14 11. Space Ace/Cinematronics ..... 10.7 18 
2. Spy Hunter/Bally Midway...... 13.5 19 12. Astron Belt/Bally Midway...... 10.6 13 
3. Star Rider/Williams ............ 13.3 6 13. Time Pilot ‘84/Konami.......... 105 13 
A. Firefox/ AIT! .. 1. cee nn scnecere Le.e 7 14. Hyper Sports/Konami/Centuri.. 10.4 7 
5. MACH S/Mylsiar ....0..0cc005 12.2 29 15. Gyruss/Centuri ................ 10.3 8 
6. VS. Tennis/Nintendo ........... 12.2 14 16. Pole Position/Atari............. 10.2 45 
7, Star Wors/ AO. o.5<2seceee enn 12.1 17 17. Mario Bros./Nintendo .......... 10.1 12 
8. Dragon’s Lair/Cinematronics... 11.9 42 18. Champion Baseball/Sega...... 10.0 7 
9. Track & Field/Konami/Centuri.. 109 34 19. Q*bert/Mylstar .............6.. 9.8 8 
10. Crossbow/Exidy ....sssssa00ees 10.8 12 20. Birdie King II/Coin-It........... 8.8 2 
street Locations 
(Games Making the Poll 4 Times or More) 
; Times Times 
Rank - Game/Manufacturer Rating on Poll Rank - Game/Manufacturer Rating on Poll 
1. Spy Hunter/Bally Midway...... 13.6 7 11. Pole Position/Atari ............. 10.9 23 
2. Punch Outl!/Nintendo.......... 135 6 12. Time Pilot ‘84/Konami.......... 10.4 z 
3. MA.C.H. 3/Mylstar ............. 12.8 ll 13. Space Ace/Cinematronics ..... 10.3 6 
4. Dragon’s Lair/Cinematronics... 12.6 20 14. Q*bert/Mylstar ................ 9.8 4 
5, Star Wars/ Atel . 0. ..0cessceenss 12.3 8 15. Birdie King II/Coin-It........... 8.7 6 
6. Mario Bros./Nintendo .......... 11.4 7 16. 10-Yard Fight/Taito ............ 7m 3 
7. Track & Field/Konami/Centuri.. 11.1 16 17. Major Havoc/Atari............. a5 6 
8. Astron Belt/Bally Midway...... 11.0 6 18. Tapper/Bally Midway ......... 5.3 6 
9. Crossbow/Exidy ............e.6- 11.0 5 19. Motorace USA/Williams........ 5.2 4 
10. Gyruss/Centuri ................ 11.0 4 20. Discs of Tron/Bally Midway .... 3.4 5 
Arcade Locations 
(Games Making the Poll 4 Times or More) 
Times Times 
Rank - Game/Manufacturer Rating on Poll Rank - Game/Manufacturer Rating on Poll 
1. Punch Outl!/Nintendo.......... 13.9 8 Ll. Crossbow/EXIGy .....csscerwwes 10.6 ? 
os COTO POT co ccccaveewncaasess 13.6 5 12. Champion Baseball/Sega...... 10.3 6 
3. Spy Hunter/Bally Midway...... 13.4 12 13. Astron Belt/Bally Midway...... 10.3 7 
4. Star Rider/Williams ............ 13.0 4 14. Hyper Sports/Konami/Centuri.. 10.0 4 
5. VS. Tennis/Nintendo ........... 12.6 8 LS, Gyruss/Centuri 2 .ccnccacscavess 9.5 4 
6 MACH. 3/Mylstar ....6..5. e050 11.9 18 16. Pole Position/Atari ............. 9.4 22 
7, Shoe Wore/ Al on. cc cwscecaess 11.9 9 17. Birdie King II/Coin-It........... 9.0 6 
8. Dragon's Lair/Cinematronics... 11.3 22 18. Mario Bros./Nintendo.......... 8.2 5 
9. Space Ace/Cinematronics ..... 10.9 12 19. 10-Yard Fight/Tatto ......<..«« 6.7 6 
10. Track & Field/Konami/Centuri.. 10.6 18 20. Tapper/Bally Midway ......... 5.5 8 


[Editor's Note: These rankings were computed by awarding points according to a game’s ranking on each poll. A first 
place rank rewarded 14 points, second place 13 points, third place 12 points, etc. Each game’s point total was then 
divided by the number of appearances on the poll resulting in an average point rating for each game. These rankings 
are not to be confused with the 1984 Play Meter Awards for the Best Games of the Year. Official ballots for the annual Play 
Meter Awards will be mailed at the end of this year. ] 
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Manufacturers and distributors: 
the following comments are directed 
to you from the operators. For many 
operators, this is the only chance 
they will have to tell you what's on 
their mind—their concerns and 
suggestions for the coin-op industry. 

These comments are from the 
Operators who completed Play 
Meter’s 1984 Subscribers’ Poll. 
Question number 67 read: “What 
could manufacturers and distributors 
do to help the industry?” 

Many operators wrote short one- 
sentence replies while others wrote 
a paragraph. Some replies were 
filled with anger, others asked for 
help, and a couple of operators’ 
responses hinted of resignation or 
positive thinking. 

Complaints about dedicated 
games and conversions’ prices 
seemed to be on most operators’ 
minds. Comments ranged from 
“freeze or lower new game prices” 
to “produce a game of public accep- 
tance for less than $1,600” to “have 
more close-out sales on new equip- 
ment.” 

Operators also had many sugges- 
tions about the technical aspects of 
the industry. Some asked to keep 
800 service numbers operating 
while other respondents requested 
the thorough testing of new games 
for better operation, plastic play- 
fields in pins, and volume control 
buttons on machines. 

It also seems that operators 
reponding this year had more tips 
for manufacturers on the research 
and development of new games. 
Comments indicated they want 
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OPERATORS 
SOUND OFF ABOUT 
THE MANUFACTURERS, 
DISTRIBUTORS 


more conversions and novelty 
pieces, two-player conversion kits, 
and “fantastic lasers.” 

The operators’ replies are grouped 
in categories by content. In addition 
to the topics already mentioned, 
there’s a category on home videos, 
overproduction, competition within 
the industry, trade-ins, and pro- 
motions. 

It also should be pointed out that 
the subscribers’ poll featured 67 
questions. It was a time consuming 
effort for operators to complete the 
poll and compose answers to ques- 
tions like the one used for this 
article. 

Some of the replies in this article 
were paraphrased for better under- 
standing. But most of these com- 
ments are the exact words from the 
operators themselves. 

Operators often complain that 
manufacturers and distributors 
don’t help them with their pro- 
blems. But here's one opportunity 
for the manufacturers and distribu- 
tors to learn about the operators’ 
concerns from the operators them- 
selves. 





Competition Within 
the Industry 

“When I hear of distributors that 
are also operators (my competition), 
I get upset. When I’m honest with 
my distributor and tell him my trade 
secrets (successes and also mis- 
takes), and I find out later that he 
also is an operator, he may be look- 
ing for the opportunity to take over 


my route.” 


* * * * 


“Stop competing with operators. 
Manufacturers won't let us compete 
with them. I refuse to deal with the 
local distributors—they won't take 
trade-ins anyway.” 

x* * * & 

“Manufacturers should withdraw 
from direct competition. It’s abso- 
lutely ridiculous that their distribu- 
tors and sales people compete with 
operators.” 

* * * & & 

“Deal with operators honestly. 
Stop competing with us (arcades, 
video lotteries).”’ 

* * * & 

“Stay out of operating games, Le., 
the video lottery.” 

* * * & 

“..stop trying to sell us junk 
while keepirg the good games for 
their own game rooms. Stop com- 
peting with us.” One manufacturer 
“found out that a fast payday for 
home videos can ruin us all.” 


Conversions 

‘Make more good conversions. 
Make more easy chip/IC conver- 
sions and minor (interesting) 
updates to good (old) games.” 

* * * Kk 

...more, better, and cheaper con- 
versions.” 

* * * & 

“Develop really good conversions 
for Ms. Pac-Man, Centipede, etc. 
(price not over $700).” 

* * *& & 
“All manufacturers could make 


follow-up kits for popular machines.” 
* * * * 
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“Have manufacturers offer con- 
versions for their own games like 
Nintendo.” 

* * © * * 

“Mucho, mucho, more conver- 
sions and fast!” 

* * * *& * 

“As far as conversions, I believe 
Nintendo is way ahead as far as 
simplicity and ease of converting. I 
believe Nintendo has the operator 
in mind.” 

* * * & 

...more conversion games—new 
games are expensive and the indus- 
try is too slow to realize profit from 
games that die intwo months after a 
large cash outlay for equipment.’ 


Equipment Prices 

“Price equipment fairly at the 
start—not charge $4,000 for first 
games then discount them to $1,895 
later.” 

* * * & 

“Make the pinball sell for $1,100, 
the video for $1,100, jukebox for 
$1,000, and pool table for $1,000. 
Offer a nationwide buy back and 
trade back on any and all machines 


MighBall 


The Premier Target Bowling Alley 


Ticket Werndor 


Ticket dispensers for video, pinball, etc. 


Mowcity Games 


The kind that never stops earning money 


Contact 


The Norton Company, Inc. 
4910 W. Linebaugh Ave., Tampa, FL 33624 


813/962-4012 
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they make. Quit selling to anyone 
that is not an operator!” 
* * * & & 

“Price merchandise according to 
its actual cost to produce and market 
and get away from trying to share in 
the operators’ profits.” 

* * * * * 

“What bugs me is I bought a game 
from a distributor for $2,395, and 
four days later, the price was $1,395. 
I don't understand close-outs.”’ 

* * * *& * 

‘Freeze or lower new game 
prices.” 

* * *©* & 

“Price good dedicated games 
lower.” 

* * * * * 

“The prices have gone up a con- 
siderable degree on dedicated games 
and especially so on conversions 
while the used value of the games is 
way down.” 

* * * & 

“Have more close-out sales on 
new equipment.” 

* * * * * 

“Lower kit and video game prices. 
Offer more incentives for opera- 








[ tere 
Training Amusement Machine Technicians 


NEVADA GAMING SCHOOLS, INC. 


3100 Sirius Ave./Suite, p 
tas Vegas, Nevada 89102 
(702) 873-2345 





tors.” 
‘ x“ * * & 

“..lower its damn prices and quit 
selling us out. Without us, this 
manufacturer is nowhere. I don't 
feel sorry for it whatsoever, and I 
will not buy anything from it. Other 
operators feel the same.” 

* * © & 

‘Lower the prices on kits to eli- 
minate copies.” 

* * * & 

“Equipment prices have come 
down. But I think they should be 
lower to better reflect their actual 
earning power.” 

* * *& * & 

‘Lower the cost on conversions— 
$1,000 is stupid.” 

* * * & 

“Get out equipment that can be 
amortized in less than one year. 
Forget the rest.” 

* * *&©* * & 

‘Produce a game of public accep- 

tance for less than $1,600.” 
* * *& *& & 

“Lower prices on kits. If Crown 
Vending can sell me a kit for $295, 
and I guess make a profit, then the 


Nevada Gaming Schools... 


Because the competition is 
rough out there 
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881 E. Glendale/Suite p 
Sparks, Nevada 89431 
(702) 359-2345 
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The First Choice 
In 
Money Handling 
Systems. 


Qwik Count 


Portable, lightweight 
counter/packager. For any 
size coin or token. 


High speed electronic counter 
with offsort. For wrapping or 
bagging coins or tokens. 


SCAN COIN 


203 Elden Street 
Herndon, VA 22070 
800/336-3311 
703/471-6510 





big factories can do it too!” 


Home Videos 

“Manufacturers should stop 
introducing arcade video games as 
home videos. Manufacturers should 
wait at least two years before intro- 
ducing them to home videos or even 
to cable TV.” 

* * * * 

“I think manufacturers should not 
be so anxious to release so-called 
‘arcade’ hits to home entertainment 
games/units.”’ 

* * * * 

“Stop home videos. I no longer 
buy games from manufacturers who 
put out the home video games, 
especially if a unit I purchased of the 
same game has not yet been paid 
for.” 

* * * K 

“Do not release games to the 
home market before they have a fair 
chance on the street.” 

* * * K * 

“Absolutely stay away from 
making or distributing games or 
software available to the home (i.e., 
home computers, cable TV games).” 

* * * & & 

“Get rid of copying the coin-op 
video game for the home. Let us 
venders have our own games. Don't 
let any company copy our coin- 
Operated games. Home games 
almost broke me.” 


Future Technology (R&D) 

“...dnvest their profits in research 
and development of new technology 
and new game _ ideas/themes, 
instead of investing them in health 
spas, resorts, etc.’ 

* * * K * 

“Slow the pace of the industry so 
that less risk has to be taken. Crack 
down on pirates so that money can 
be put back into research and 
development.” 

* * * * 
“Continue trying to make games 


that will make money.” 
* * * & 


ec 


..more two-player conversion 


kits and non-videos like Chexx.” 
* * *k Kk & 


“...more upright mini-cabinets.” 
* * * * 


“fewer and better dedicated 
games.” 


* * * * 


“Make more great hits and games 
like Ice Cold Beer, novelty games, 
and we could use another Ms. Pac- 
Man.” 

* * * * 

“need something to appeal to 

the over 30 (age) crowd.” 
* * * * 

“Design the games in America 
and build them in Japan where the 
labor is cheaper.” 

* * * * 

“Instead of making high cost, 
high-tech games that only last six 
months and never pay themselves 
back, start giving arcade owners 
more of a variety of longer lasting 
games at more reasonable prices. 
For example: Track & Field and 
Hyper Sports.” 

* * * & 

“Make better built novelty pieces. 
Novelty games seem to be doing 
very well for operators.” 

* * * & * 

‘Make machines to get kids and 
adults to think and do something 
intelligent.” 

* * * * 

“We need fantastic laser games at 
conventional video prices. Kids will 
not get addicted to a 50-cent per play 
video. We need great conversion 
kits at low prices.” 

* * * & 

“Come up with a game that 
doesn’t just attract males. Keep the 
females in mind.” 

* * * * 

“Design non-shoot-em-up games 
with a maximum price of $1,750.” 
* * * * 

“Quality—American video manu- 
facturers are going to go the way the 
American auto industry went.” 

* * * * 

“Put more originality in games. 
Put back player appeal. Make it fun 
like it was in '81.” 


Overproduction 

“Don’t make three billion units of 
every good game!” 

* * * *& * 

“Quit making games for awhile, 
including home videos. We're 
saturated!” 

* * * * 

“Stop producing so many new 

games into the system. I believe the 
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market has remedied this, however. ' 
* * * * * 

“Slow down the introduction of 
new videos.’ 

* * * * * 

“Stop overproduction to regain 
the resale market.” 

* * * & 

“Tighten your control on irre- 
sponsible sales and production 
numbers.” 

* * * kK * 

“Stop acting as new car dealers 
(producing and selling too much 
junk). Test market games before 
releasing them to the operators.” 

* * * & 

“Treat the business as an on- 
going business and don't try to over- 
sell. We need a lot of help at the 
manufacturing level if we are to 
continue and survive.” 


Promotions 

“Promote their products to the 

public—TV, magazines, etc.” 
*« * * & * 

“I believe they are doing a good 
job. But I think they should do TV 
advertising for their new games; 
then people would go out and play 
them more.’ 

* * * *& * 

“Get involved on the operator's 
level, even so far as going directly to 
his locations with him. Also, they 
could set up and/or sponsor more 
tournaments—we would all benefit 
from this.” 

* * * *& 

“Unite and advertise nationally 

On an equal basis.” 


Trade-Ins 


“Give decent money for trade- 
ins.” 
* * * * * 


“Distributors, take trade-ins.” 


Mah 


The Henry W.T. Mali & Co.. Inc 
257 Park Ave. South 


New York. N.Y. 10010 

Order Dept. 800-223-6468 
N.Y. 212-475-4960 
TWX 710-581-5522 


Call Toll Free: (800) 223-6468 
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* * * * * 


“I believe more operators would 
invest in new equipment if the 
market were stabilized. How about 
manufacturers standing behind 
their product and offering guaran- 
teed trade-in (not refunds) values 
for specified time periods? In other 
words, stand behind their manufac- 
turing hype.” 

* * * * 

‘Low capital has hurt my buying 
power. Trading up or even is the 
only way of moving games for me.” 

* * * * * 

‘Take more trade-ins, and give 
more for trade-ins. After all, they 
sold us the equipment. We paid an 
arm and a leg for it when it was 
going good; now, how about them 
helping us for awhile?” 


Service 

“Use plastic playfields in pin 

games. Make pinballs more reliable.” 
* * * * 

“Manufacturers should help the 
distributors with all their technical 
expertise because the new descrip- 
tion of a distributor had better be 
Mr. Repairman.” 

* * *& & 

“Test the equipment before you 
ship it to us. When we pay $2,200 to 
$5,060 for a game, it should work.” 

* * * * 

“Admit to defects or poor design 
so that those components could be 
upgraded or replaced instead of 
being nursed and constantly moni- 
tored for repair.” 

* * * & 

"...better prices and better opera- 
tional guidelines in troubleshooting.” 
* * * * & 

“All manufacturers should have 
easier tests for monitors and power 
supplies.” 


* * * & 


“The manufacturers should do 
more thorough testing of new 
games for trouble-free operation. 
It’s taking too long to get them 
(distributors and manufacturers) to 
correct problems with games. This 
is causing a loss in revenue.” 

x* * * & 

“Put qualified technicians on 
service telephones.’ 

* * * & * 

“ome year parts and labor on 
new machines, instead of 90 days, 
and better and more complete instal- 
lation instructions for conversion 
kits.” 

* * * * 

“Make equipment smaller and 
lighter weight.” 

* * * * * 

“wheels and levelers on all 
games. Silk screen or paint instead 
of decals.” 

* * * & 

“Provide local service schools. 

Send more service info by mail.” 
* * * * * 

“Put volume control buttons on 
all machines so any operator can 
turn the volume up or down.” 

* * * KK * 


“Explain new games better.” 

* * *& & 

“Standardize parts. Improve 
availability of graphics—overlays 
and decals.” 

* * * *k * 

“Keep hotline (800) service num- 
bers open. Provide SVC Bulletins 
(not the PR newsletter) for specific 
dedicated videos and jukes on 
request like auto dealers do.” 

* * * & 
“Jukes need not be so technical 


(readouts and electronics).” 
* * * & * 


“HELP! Sell well-tested kits and 


Billiard Cloth 
#824—Plain, #924—Rubberbacked 
Fast-Playing, Long-Wearing cloth for 





coin-op tables. 


Available through your distributor. 





Write or call for color card. 
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d You Know... 


Van Brook Tokens are used for 
the Vending Machines at the U.S. 
Mint in Philadelphia. 


VAN BROOK OF LEXINGTON 
P. O. BOX 5044 LEX, KY. 40555 


606-231-7100 





And Keep the Profits 


Rand of Phoenix, Inc. 
manufactures coin-operated 
telephones. Our telephones: 

e have free emergency 
‘911’ and ‘800’ 
call capabilities 

e have long-distance 
calling capabilities 

e are constructed to 
resist vandalism 


For information call 


1 (800) 262-RAND 





SPECIAL NOTICE 
purchase your used equipment from 


NEW ORLEANS NOVELTY CO. 


In business for 50 years! 
International reputation for selling the 
finest used videos, flippers, & amusement 
games available anywhere. 


EACH & EVERY GAME BEAUTIFULLY 
REFINISHED LIKE NEW BY EXPERTS 
All games authentic legal factory models 
GET ON OUR MAILING LIST FOR OUR 
LATEST PRICE BULLETINS OR CALL 
Rose, Eddie, or Jean for latest prices 
eieclem fom -Vaaleliiiaate:\s 
Metairie, LA 70002 * 504 888-3500 





dedicated games that have realistic 
income reports. Build games for 
easy kit exchange—with controls in 
front for all adjustments.” 

* * * & 

“T believe they are all starting to 
test more locations prior to the full 
manufacturing of games, but test 
other locations than arcades.” 

* * * * * 

“Build controls that last longer. 
Keep the serviceman in mind. Stan- 
dardize parts.” 

* * * * 

“Make conversion information 
more detailed and specific. Many 
times ‘pinouts’ do not equal wiring 
diagram...timeliness in deliveries.” 

* * * & 

“Make games easier to convert. 
Use plug-in ICs. Make power sup- 
plies last longer.” 


General Comments 
“The coin-op industry is dying. 
Some are making a little money, but 
it will never be like it was. Fellows, 
the big bucks are over.” 
* * * * 


“Pressure for lower license fees.” 
* * * * * 

“Give more assistance in fighting 
legislative problems at both state 
and national levels.” 

* * *& * * 

“They seem to be doing it to a cer- 
tain degree—they are not bringing 
out games that are duds. They seem 
to be taking more care in developing 
new games, meaning better, longer 
lasting games.” 

* * * & 

“I think they're getting the idea— 
more kits and more interactive and 
entertaining pieces.’ 

* * *& & 

“Come on guys, let's have some 
hits. I know you can do it. You did it 
before, i.e., Pac-Man, Pole Position, 
Dragon’s Latr.” 

* * *© * * 

“Look to the future of the industry 

rather than short term profits.” 
* * * * 

“I’m getting out as soon as I pay 
off my loans.” 

* * * * 

“In one million words or less? 
They want all their profits up front 
whether we make any or not. They 
will say anything when they want to 


sell, and dust you off when it is a 
bomb. It’s never their fault! I can't 
imagine buying an unproved new 
game ever again.” 

* * * * 

“quality product that will sell on 
the street at a cost the operator can 
make an ROI and a buck extra. They 
need to get their heads out of the 
sand.” 

* * * * 

“Work closely with operators to 
turn over obsolete equipment. Be 
more accurate with equipment 
popularity polls.” 

* * * & 

“Some manufacturers would be 
best going out of business. The 
surviving ones should learn more 
about street operating in areas of 
cost and longevity of machine 
appeal. Distributors should try to re- 
establish their relationship with the 
older street operators—they have 
forgotten who supported them 
prior to four years ago.” 

* * * * 

“Be aware of operators’ needs on 
a timely basis, rather than six 
months down the line.” 


* * * & 


“...doing good job.” 
x * * * 

“Legalize poker—like sex—peo- 
ple will always try to find it. Believe 
me, I know—got six kids.” 

* * * * 

“Think positive!” 

x * * * 

“Get ‘gray games’ legalized 
nationally.” 

* * * * * 

“tell us their plans for the next 
12 months.” 

* * * * 

“We know that business is down 
50 percent or more compared to the 
heyday for manufacturers, distribu- 
tors, and operators. But a good 
steady business is still out there. The 
manufacturers and distributors did 
lose a lot of the operators’ respect 
and they must get it back. Example: 
Major Havoc “kit’—paid 4/24/84, 
$1,095; 7/17/84, $849; and 7/24/84, 
$645. Note the last two kits were for 
Space Duel that comes with a com- 
plete new playfield. The first was for 
Tempest with overlays only. We 
could fill a book on the inexcusable 
ways they have done business. ® 
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An informal telephone survey 
of operators in various parts of the 
country indicates that operators will 
buy fewer video games this year 
than they did last year, and instead 
are concentrating their equipment 
purchases on industry staples such 
as jukeboxes, pool tables, and 
pinball machines. 

In last year’s telephone survey, 
the majority of operators polled said 
video games made up the bulk of 
their equipment purchases in 1982 
but that they anticipated buying 
fewer videos in 1983. This year, 
Operators said general buying is 
down, and their video game 
purchases in particular will drop in 
1984 and 1985. 

Jukeboxes head the list of equip- 
ment operators plan to purchase 
this year both for replacement and 
expansion purposes. In addition, 
Operators said they foresee buying 
more pinballs and pool tables. 

Only one of the 13 operators 
questioned said he’d buy heavily this 
year, but he went on to explain that 
independent financing enables him 
to “buy equipment now and worry 
about paying for it later.” 

The decline in overall industry 
revenues has, of course, a direct 
effect on operator buying—and has 
affected some operators more than 
others. John Montano of Montano 
Brothers Cigarettes and Amuse- 
ments in New Haven, Connecticut, 
said, ‘We took an awful bath with the 
video craze in the last few years. To 
tell you the truth, I'll be buying very 
little, and we'll make sure that what 
we do buy has been field tested and 
proven to be a hot piece. We'll also 
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OPERATORS 
PLAN TO BUY 
MORE STAPLES, 
NOT VIDEOS 


be looking for some specials and 
some kits,” he added. 

“We're down about 40 to 50 
percent in revenues this year,” said 
Robert Smith of Quad Cities 
Amusements Inc. in Davenport, 
Iowa. “Instead of buying 10 of 
everything the way we used to, we re 
buying three and moving them 
around more.” 

“Our buying has changed drasti- 
cally in the last year,” Al Williams of 
Williams Music Company Inc. in 
Monticello, Arkansas, echoed. 
“Business has been down for quite a 
while now, and I'll only be buying 
very little.” 


Little interest 

Most operators said they aren't 
interested in dedicated video games 
Or in conversions for uprights and 
laser discs. “I haven't changed my 
buying strategies,” noted George 
Saab of Saab Amusement Company 
in Jackson, Mississippi, ‘but I have 
to buy less of some things and more 
of others. The fad faded in videos, 
and you're back to a pins, pool, and 
jukebox situation. If something 
comes out that’s a hot game in the 
video line, I'll be interested, but 
we've been paying $2,000 to $3,000 
for games, and everybody's losing 
money on them.” 

Operators said they will reduce 
their purchases of video games and 
conversion kits because they don’t 
provide an adequate return on 
investment. “Until about May of last 
year, about 75 percent of our route 
was video games,” said Larry Powell 
of C & L Music and Games in 
Sacramento, “but you can’t rely on 


videos to pay the bills. Expensive 
laser games didn’t show us a bottom 
line which we achieved much sooner 
with kits. We're buying kits on a 


continual basis, and we'll be convert- 


ing a lot of our games in the next six 
months. Then we'll have to take a 
look at whether to re-kit them. 
There are no hard and fast rules 
around here except one: Videos will 
no longer be a staple on our route,’ 
he commented. 

Bob Milligan of Johnson Music 
Company in Boise, Idaho, said, “We 
had bought a few kits, but we've 
ceased buying them because the 
return isn't there.” 

Since some distributors won't 
take trade-ins, operators added that 
they are selling or trading their 
video games to other operators, and 
some are selling games to the home 
market. 

Pinballs, on the other hand, are 
becoming more popular in some 
areas of the country. Some operators 
interviewed are buying used pins as 
well as new ones, but complain that 
factories aren't producing enough 
pins. 

“Pinball is the fad here right 
now, and it’s a stable item,’ Saab 
noted. “We need more of them 
made. Pins and pool tables are more 
in demand now, so I'll be in the 
market for more of them this year.” 

“The only things making any 
money now are jukeboxes, pool 
tables, and pinballs,” Jack Freeborn 
of Freeborn’s Music in Denver 
agreed. 

“Pool tables are coming back,” 
Montano said, ‘and so are bowlers, 
but bowlers are hard to get right 
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Distributing ©. 
For 31 years The Dependable Supplier to the Coin Machine Industry, 
with Quality Parts and Supplies at the Lowest Possible Prices. For... 


e VIDEO ...¢ INTEGRATED CIRCUITS ... e PHONOGRAPH 
e AMUSEMENT GAMES ... e SOCCER & POOL TABLES 
e ELECTRONIC SUPPLIES . ..¢ VENDING MACHINES 


“We Guarantee Satisfactory Service” 
PARTS CATALOG AVAILABLE UPON REQUEST. 


PARTS DIVISION ... 1040 Boulevard S.E. 
Atlanta, Georgia 30312 
Phone 404-629-4401 





Toll Free Phone... 1-800-241-1346 (except in Georgia) 





TAKE ONE—TWICE MONTHLY 


d You Know... 


Van Brook offers these handsome 
Trade Stimulators . . . They're 
Vending Machines, and 
completely legal. 


VAN BROOK OF LEXINGTON 
P. O. BOX 5044 LEX, KY. 40555 


606-231-7100 


Preventative measures, taken on a regular basis, can maintain your 
coin-op business at a healthy level. 


in an industry where sudden changes in market activity can put 

great stress on your individual business, you need up-to-date input 

from all areas that contribute to achieving and maintaining maximum 
business health. 





A subscription to PLAY METER magazine 
is the best prescription for success. 


DEPEND ON A SOLID INDUSTRY INSTITUTION 


PLAY METER 


P.0. Box 24970, New Orleans, La. 70184 
CALL OUR SUBSCRIPTION LINE COLLECT! 


504/837-7987 


Preview the AMOA Show 


in the December 1 issue. 








now since Williams has closed down 
the factory for the summer. Pool is 
doing very well,’ he added, ‘and 
very little maintenance is required 
on a pool table. They can last up to 
10 years—not two or three months 
like a video game.” 


Jukebox purchases 

All of the operators polled 
agreed that they will purchase 
jukeboxes this year, although the 
majority said they are not consider- 
ing the video jukebox. The price of 
video jukeboxes accompanied by 
ASCAP fees, maintenance costs, and 
tape rentals make them an expensive 
investment that operators feel will 
not offer a substantial return. “None 
of my locations will opt for them,” 
said Otto Minter of Tip Top 
Amusement Co. in Carson City, 
Nevada, “because all my jukebox 
locations are on a contracted 
minimum basis.” 

While operators plan to buy 
equipment considered the staples of 
the industry, several said they will 
wait to see what's available at the 
AMOA show. “T’ll have my eye out 
for something totally different at 
the show,” said Michael Moore at 
Automatic Sales Company in Ft. 
Worth. Other operators agreed. One 
Massachusetts operator commented, 
“We need uprights, cocktail tables, 
pinballs, and jukeboxes, but there's 
not much available. Our business is 
down from last year, and Birdie 
King II is the only thing doing 
anything for us. I'd be interested in a 
conversion for that game because 
how many Birdie Kings can you 
have?” 

And along with buying the bread 
and butter pieces of the industry, 
some operators are restructuring 
their routes to include only the types 
of locations they feel are stable this 
year. 

“We're shifting out of the 
grocery store type locations into 
bars,’ Powell said. “It means more 
investment because we are buying 
more equipment, but it’s a more 
stable market. One thing I think is 
important is that the locations that 
were good before the video game 
boom will always be good locations. 
Those new ones that came about in 
‘81 and '82 just won't do it today.” @ 
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GOLDEN 89. IF YOU 
THINK IT LOOKS GREAT, 
WAIT UNTIL YOU HEAR IT! 


Our newest 200-selection phono is a show 
stopper in any location. Its high tech styling 
attracts audiences everywhere. But the sound it 
delivers is what keeps the music playing and keeps 
your cash box jingling. For inside its large lower grille 
is Rowe's new dual channel three-way speaker system 

which produces the most awesome full-range stereo sound 
in the industry. No competitive amplifier can match this 
unit in power output or vclume. And its sound quality even 
exceeds many high-grade home component systems! U 
Music lovers turn on when they see our new 
selector keyboard and touch its flush, tactile- 
feel dome switches. Both selector and the new 
easy-to-read price card are back lit and optional 
rhythmically pulsating bar graphs keep the 
action going. LJ Other new features of the 
Golden 89 are its four separate digital displays 


Rowe International Inc. 
Subsidiary of Triangle Industries 
75 Troy Hills Road, Whippany, NJ 07981 
(201) 887-0400 













that show exactly what’s happening and 
when. A newly redesigned central microcom- 
puter which gives you more control than ever and 
is ready for video. A dazzling new lighting design. 
Relocation of the selector, 
coin inlet, bill acceptor and price 
card to the far right side of the 
phono. And a raised title rack for 
easier viewing. LJ As on other Rowe 
phonos, our OBA bill acceptor is 
standard. It accepts both $1 and $5 
bills and has been proven to increase 
collections measurably by encouraging 
overplay and special offers. L) As for 
service and maintenance, it couldn't 
be simpler. Thanks to all-front ac- 
cessibility, LED readouts, trouble-shooting 





® 
® charts and modular components. Rowe’s uni- 
que 5-year warranty covers all moving parts 
and a 2-year warranty covers electronics. 0 


See and hear the dazzling Golden 89 soon. 
Just contact your Rowe distributor or call us 
directly. 
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ASCAP ‘hit’ gives 


geezers the blues 


By Mike Royko 
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IF YOU HAPPEN to walk into Lois and Pete's 
Tavern on a weekend night, you ll probably hear some 
old geezer squeezing an accordian and singing “The 
Beer Barrel Polka.” If he is in more of a hip mood, it 
might be “Poor Butterfly.” 

On a real lively night, there might be another 
geezer flailing at a piano, another geezer whacking a 
set of drums, and maybe even a tuba or a guitar going. 

And when she’s in the mood, Lots Szalacha, the 
owner and bartender, might belt out an old Tin Pan 
Alley song in her gravelly, whiskey voice. 

When the song ends, the people at the bar and 
tables—mostly little white-haired ladies and bald, 
wrinkled gents—will give a wheezing cheer. If their 
pension checks just came, they might even buy the 
accordian player a drink. 

It’s not exactly Rick’s Cafe or George's, but the 
regulars enjoy it. Most of them are of pension age and 
live within walking distance of the tavern, which ts at 


2916 W. Irving Park Rd. 


SO ARE THE MUSICIANS. They play just 
for the fun of it and an occasional free beer. 

“It started right after I opened the place,” said 
Lois, who at 59 is one of the kids in the crowd. “A guy 
named Carmen came in and saw I had an old accor- 
dian. I used to play. He took it home, got it tuned and 
came in the next weekend and started playing. 

“So I started buying old instruments. The piano, 
drums, a guitar—and some of the customers who 


knew how to play would get up and do some songs. 

“It got to be so much fun that some people even 
went to the field house at Horner Park and took 
lessons. We got a trumpet player that way and even a 
guy who plays the tuba. They aren't real great, and 
sometimes you can't be sure what song they re playing, 
but it's something for them to do and it’s fun.” 

Naturally, a city inspector showed up one day and 
told Lois she needed a city music license, which costs 
$214 a year. She grumbled but paid. In the tavern busi- 
ness you're used to buying licenses: city liquor, $1,438 
a year; state licenses, $150; even a $25 potato chip 
license. 


THEN ONE EVENING a couple of strangers 
came in. They sat at a table, listened to the music, took 
some notes and left. 

A few weeks later, a letter came. It was from the 
American Society of Composers, Authors and 
Publishers (ASCAP) and it said that Lois had to send 
them $240 a year for a license to perform songs copy- 
righted by their members. 

Lois showed the letter to her customers and 
said: “Can you beat that? They say we got to pay to 
sing songs.” 

The customers pondered the letter. Then they 
reached a legal opinion. As the accordian player put tt: 
“They can't mean us. We're just amateurs and most of 
us don't even know all the words. Forget it.” 

So Lois forgot tt. 
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Auction benefits are many. . .let us tell you personally how your business can benefit. CALL: 


Jay Sugarman Auctioneers 
750 NE 195th Street 305/651-0101 Some Beach, 
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But ASCAP didn't. Notices kept coming in the 
mail. Lois would show them to the old-timers and 
they'd say: “Ya’ can’t make amateurs pay to play some 
music.” 


“SO ISTARTED JUST throwing their stuff in 
the garbage can. It went on for years. I didn't even read 
most of it. I don’t know anything about legal stuff.” 

So she didn't even know that ASCAP went into 
federal court last June and sued her for copyright 
infringement, asking for $10,000 in damages. 

She was served with notice of the suit, but she 
tossed that away too. “I thought it was just more of 
their nonsense.” 

So she didn’t even show up in court and a federal 
judge socked her for $3,000 in damages and gave 
ASCAP permission to grab the money from her bank 
account. 

That's when she discovered what had hap- 
pened—when she went to her bank and found that 
her $1,200 in savings was frozen. So she called a 
lawyer, who told her to pay up and forget it—his legal 
fees would be more than she could save by fighting it. 


“SO NOW I CAN'T even pay my bills. It’s so 
stupid. This ts just a little neighborhood tavern witha 
few old people trying to have a little fun. And they 
make a federal case out of it.” 

The court record shows that the songs that the 
ASCAP snoops heard performed included ‘Poor 
Butterfly,’ “Tea for Two,” “Pennies from Heaven,” 
“With a Song in My Heart,” “Where or When,” and 
others. 

And the plaintiffs were heirs to the estates of 
composers like Vincent Yoeman, Richard Rodgers 
and Lorenz Hart, and Warner Bros. Studio. 

“Can you imagine” Lois says, “a Polish saloon 
keeper like me being sued by Rodgers and Hart?” 

Will Lois pay? “Hell no,” she says. “Now their 
fee is up to $324 a year. I’m already paying the city for 
a music license. Do they think I'm running some 
nightclub with Frank Sinatra singing? If I get 15 or 20 
people in here on a Saturday, it’s a big night. I'd rather 
close up and go to work somewhere as a barmaid. I'd 
earn more.” 


SHE MAY HAVE to do that because ASC AP 
Says it wont give in. 

“Payment is required wherever there ts a public 
performance,’ aspokesman said. ‘They are paying for 
drinks, so she is making money.” 

To which Lois says: “Let that guy try to live on 
what I make.” 

Lois has one other tactic that she is considering. 
“Maybe we'll do nothing but Polish songs. Let those 
snoops write down those titles.” 


Reprinted by permission: Tribune Media Services, Inc. 
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VID 
ALTERNATIVES 
FOR YEARS 
OF PROFITS 


LOOKING FOR SOMETHING DIFFERENT TO ATTRACT 
THE CROWDS. TRY OUR MR. MUSCLE ARM WRESTLING 
MACHINE. ONE MODEL IN OUR COMPLETE LINE OF 
STRENGTH TESTING MACHINES GUARANTEED TO 
PRODUCE YEARS OF STEADY PROFITS. 








MR. MUSCLE 





ZAMPERLA INC. 


P.O. Box 5212 
49 Fanny Road 
Parsippany, NJ 07054 


201/334-8133 
TIx. 642286 
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The HyperSports video game in the upright and cocktail table models 
is manufactured under license from Konami Industry Company Ltd., 
and sold in the United States, Canada, Central and South America, 
exclusively by Centuri, Inc. 


Willful copyright infringement is a Federal Crime. Centuri, Inc. fully 
intends to take all legal action necessary to protect its proprietary rights 
against all parties manufacturing and selling HyperSports games, 
or games which imitate the HyperSports game, and which infringe 
upon Centuri’s said proprietary rights. 











“In many ways the coin-op 
industry was a victim of its 
own success. No one wanted 
to think about the future— 
it was only the present that 
counted and the opportunity 
to capitalize on a 

new market.” 


“The need exists to reinstill 
some excitement and interest 
in the public to get them 
back inside. It’s no longer 
enough to produce a great 
game and hope that players 
will find it.” 


“The challenge is to 
coordinate and implement 
programs or activities to 
make a good game great 
and a great game 

even better.” 
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PARADISE LOST 


Why players lett 
and how to 
get them back 











By Roger C. Sharpe 
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ust when you think that things 
are about to turn around, you 
take a closer look at earnings, 
compare them to last year’s, and you 
wonder what it’s leading to. Even 
some of the staunchest supporters 
of coin-op are becoming hard- 
pressed to continue the faith. 
Unfortunately, it’s not enough to 
try to accept the slump and act 
accordingly—by buying less equip- 
ment if youre an operator, or 
lowering production if you're a 


manufacturer. The problem is that 


so many players have turned away 
from the games and left the arcades. 
Why did they leave and how do you 
get them back? 

Many players simply became dis- 
enchanted with the games. There 
they were hungry for the entertain- 
ment, but all they got were repeti- 
tions of familiar themes and game 
designs. When the industry really 
needed innovation the most, we 
received more of the same, not for a 
month or two, but for almost two 
years. That's asking a lot of anyone. 

In fact, this affliction besetting 
video games in many ways parallels 
the stagnation that occurred with 
pinball machines at the end of the 
1970s. Here was an art form that 
had enjoyed its greatest prosperity 
and popularity. And what did the 
fans get? A seemingly endless 


stream of ordinary, run-of-the-mill 
equipment. The four major manu- 
facturers at the time were all to 
blame for the sudden demise of the 
games. 

The pinball manufacturers came 
to this realization too late, when 
they began to create exceptional 
models. But most of the audience 
had already left. Now it’s video's 
turn to suffer the consequences. 

But it’s different with the video 
because its impact was so wide- 
spread. Not only were there players 
in record numbers, but an all out 
push by manufacturers to churn out 
equipment. Quite rapidly it was a 
numbers game of producing X thou- 
sands of pieces every day and every 
week. More people were hired to 
keep the assembly lines moving, and 
when companies outgrew space, 
they bought new factories, hired 
more people, and purchased more 
expensive machinery. 


Forgetting the future 

In many ways the coin-op indus- 
try was a victim of its own success, 
and greed demanded to make the 
most of the moment regardless of 
the outcome. No one wanted to 
think about the future—it was only 
the present that counted and the 
Opportunity to capitalize on all the 
media hype and a new market of 
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NO 
FRILLS 
PRICES 


We offer the Largest Selec- 
tion of closeouts, used 
games and conversion kits 
at the Lowest Everyday 
Prices. 


Astron Belt 
BC 25 MC 
Centipede 
Donkey Kong 
Dragon’s Lair 


Ice Cold Beer 
Joust 

Mach Ill 

Ms. Pacman 
Q-Bert 

Pacman 

Punchout 

Track & Field.... 


Conversion Kits 


Bomb Jack 
Cloak & Dagger .. 495. 
H.B. Olympics .... 350. 
Hypersport 725. 
Seicross 090. 
Strength & Skill .. 595. 


The Game 
Exchange 


(THE ORIGINAL) 


1289 ALUM CREEK DRIVE (our only ottice) 
COLUMBUS, OHIO 43209 
(614) 258-2933 


CALL TOLL FREE 
IN OHIO 
1-800-848-1514 
OUTSIDE OHIO 
1-800-848-0110 
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licensing to home game/computer 
companies. 

The pace was fast and no one took 
the time to remember what the 
industry had been, or question 
whether the boom could go on for- 
ever. Wisdom and practicality would 
have ensured that things not get out 
of hand, but they did. Coin-op began 
digging a deep hole for itself. ° 

A major factor contributing to the 
rapid fall from such lofty heights 
was the foundation on which all the 
growth had come. Entirely different 
than pinball’s rise to glory where the 
audience was already established, 
video really gained from the arrival 
of the curiosity seeker and faddist. 
Once the word was out that video 
was the in thing, it attracted a dif- 
ferent breed. 

They came and returned as long 
as the novelty remained, but once 
the uniqueness began to wear off, 
they lessened their visits and finally 
stopped going. In the meantime, the 
solid audience which had been there 
before the groundswell found itself 
wanting more from each succeeding 
game. While the field languished in 
knock-offs and spin-offs, players 
who had become sophisticated 
almost overnight lost interest when 
they were forced to go back to older 
games because newer editions 
couldn't measure up. 

Compounding this situation was 


home. 

So here we now find ourselves. 
Home video game systems are all 
but dead. Personal computers, 
which also arrived on the heels of 
the coin-op explosion, have recently 
fallen in favor, settling into a more 
realistic growth curve where enter- 
tainment is now only part of a pack- 
age that includes word processing, 
education, personal finance, and 
other business applications. 


Excitement needed 

It would seem then that the field 
is wide open for coin-op to reclaim 
its superior position, but things are 
never that easy. Besides an over- 
abundance of equipment in almost 
any type of business and location 
above and beyond conventional fun 
centers, game rooms, and arcades, 
the need exists to reinstill some 
excitement and interest in the public 
to get them back inside. 

Knowledge about marketing and 
the value of promotional techniques 
should signal the alarm that it’s 
going to take much more than what 
has been relied upon in the past to 
turn the industry's fortunes around. 
It's no longer enough to produce a 
great game and hope that players 
will find it. 

Having become so entrenched in 
standard operating practices which 
have endured for decades, it’s time 
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rather than someone else’s. 
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the fact that the industry finally had 
competition. Pinball machines and 
other novelty equipment remained 
rather special and non-replicable, 
but this wasn't the case with videos. 
The proliferation of home systems, 
many offering the same types of 
games as those found in the arcades, 
cut into coin-op’s territory. Why go 
to the arcade and spend quarters 
when you can stay at home and play 
for free? Forget about the cost of the 
system or even the game cartridges, 
all that was considered was that it 
was there in the privacy of one’s 


for the coin-op industry to act like a 
major industry and borrow business 
principles. The primary factor 
remains, and always will be, the 
quality and originality of the pro- 
ducts being built. But whether video, 
pinball, or novelty machine, unless 
the public is made aware of its exis- 
tence, all the research, development, 
time, effort, and money become 
rather meaningless. 

The challenge ts to coordinate and 
implement programs or activities 
which can have a direct effect on 
making a good game great and a 
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great game even better. The most 
attractive tie-in is a tournament, 
although this doesn't have to be a 
massive undertaking. 

The perfect case in point was 
Centuri’s use of in-store displays and 
trophies when it introduced Track G 
Field. Mylstar is doing something 
very similar with its new pinball, 
The Games. And these two strategies 
provide a good start on which to 
expand and innovate. 

There are other options available 
such as coordinating a game release 
with some type of promotional 


even throw my own help into the 
ring for anyone wanting some 
assistance and guidance. Contact me 
through Play Meter, and I'll see how 
I can help. 

We are at a point where it's 
crucial for everyone to pull together 
if the industry is to survive and 
thrive. And everyone is in this thing 
together. Just turning the other 
cheek and thinking that things will 
disappear or rebound on their own 
isn’t enough. Maybe for one time in 
its history, the coin-op industry will 
recognize that it isn’t immune from 
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activity. Let's say that a particular 
machine has a sports theme. Why 
not go to a local stadium or arena 
and offer a machine to one of the 
people who attend the game or have 
some of the athletes compete with 
people in the crowd? 


High score promotion 

On an operator level, there ts 
even more to consider. There 
doesn’t have to be a great amount of 
planning and complexity involved. 
Recognizing scores of the week, or 
over a longer period of time, might 
not only increase business, but the 
reward could be an arcade machine 
to the top player. 

The arcade business is just like 
any other type of retail operation. 
You have to advertise, promote, and 
offer incentives to get customers 
into your place rather than someone 
else's. You have to get them back to 
amusement games as part of their 
leisure time entertainment. 

None of these observations and 
suggestions are extreme or even 
new. In fact, I’ve been writing about 
this kind of stuff even when busi- 
ness was at its height because it 
always made good sense. 

If you're wondering what you can 
do to get some business back, the 
resources are there. Play Meter 
always provides features which 
spotlight successful operations. I'll 


the problems and concerns which 
confront every other business. 
Recovery will happen. But there 
will be many individuals and com- 
panies who won't be able to survive 
the difficult days that remain ahead. 
But the industry hopefully will be 
better and wiser for this experience. 


Industry survives 

The consolation should be in the 
knowledge that the industry has 
come so far over the years—and 
against greater odds than it pre- 
sently faces. Back in the early '30s, 
the founding fathers of coin-operated 
amusements didn’t think they'd last 
out that decade. But they did. Then 
the war, along with a national aver- 
sion to coin-op games and a legal 
environment that banned the opera- 
tion of equipment from coast to 
coast, proved to be only temporary 
obstacles that were overcome. 

The same success story can hap- 
pen again. It won't occur overnight 
or arise On some silver platter. It’s 
going to have to be fought for, and 
once the inroads are made, there is 
going to remain a need to cultivate 
and nurture the new audiences who 
will form the base of business. But 
it's not an unbeatable challenge, just 
a test of hard work and persever- 
ance—not tO mention a time for 
imaginative thinking and aggressive 
action. e 
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E-PROM 2716, 2732, 2764, 27128 
DYNAMIC RAM 16K, 64K, 256K 
STATIC RAM 6116, 2114 

TTL 

POWER SUPPLY & MONITOR 


Quick Follow-Up 
& 
Prompt Delivery 


Contact us for lower price & list 


KYUGO TRADING 
CO., LTD. 


2-6-14 Higashiyama, meguro-ku 


TOKYO, JAPAN 


Tel (03) 7921041 7921042 
Telex: NASAT J32243 


BANK: The Fuji Bank Ltd. 
Ikejirioohashi Branch 
A/C No. 604889 


Bowler Roller is the perfect 
addition to your gameroom. We 
bring you great games and more. 


Since 1968 we have been developing 
merchandising programs and 
equipment. If you are interested in 
tickets, prizes, redemption centers 
and merchandising methods give us 
a call. 


The makers of Whac-A-Mole 
Manufactured in U.S.A. since 1970 


Bob’s Space Racers, Inc. 
427 15th Street 
Daytona Beach Florida 32017 


904-677-0761 
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FRANK'S } 
CRANKS 


By 





Seninsky 





Frank “The Crank” 





‘Seicross catches The Cranks eye 


Nichibutsu is one manufacturer 
we don't hear much about. The com- 
pany employs 250 in Japan, but only 
six employees in the United States. 
Nichibutsu entered the video market 
in 1972, and as its President Ko 
Adachi said, ‘We have learned much 
about the American market since.” 

After Sezcross, three kits are 
scheduled in the near future: a space 
game called Cyclon, a roller derby 
game, and an interesting game 
themed around identifying constel- 
lations. 

Its latest kit, Sezcross (vertical 
mount), caught my eye a few 
months ago. If you are in the same 
boat as me, you are constantly look- 
ing for new kits that will earn good 
numbers and generate enthusiasm. 
I’ve only had Sezcross out for three 
weeks and the game is grossing 
nicely. A few hundred have been 
sold so far so it isn’t surprising that 
Seicross hasn't hit the “National 
Play Meter’’ yet. 

Radical Radial is the easiest game 
to use for this conversion because 
the PC boards and the wiring are 
identical. Whatever game you 
choose, make sure that you adjust 
the power supply so thac +5 volts ts 
measured at Pin 30 (+) and Pin 36 
(—) at the 36 pin edge connector, not 
at the output of the power supply. 
Seicross, like many other games, will 
not operate properly if the voltage 
drops below 4.95 volts. 

The factory setting on Sezcross 
comes set on ‘easy-3-bikes.” This 
setting is fine for the first two or 
three weeks. There are also four 
different “extend bike” settings so 


you can gradually make the game 
slightly more difficult as the players 
become experts. A nice feature 
about the game is that if a player 
advances through the higher levels, 
the color grid will turn back to green 
(levels are green, purple, blue) but 
the game will be much more diffi- 
cult. 


Hook up monitors easily 

Be careful about hooking up your 
monitor. Sezcross is designed to be 
used with “1 Sync” signal monitors 
(or as we know them, composite 
sync monitors). Figure 1 shows how 
you would hook up a “2 Sync” signal 
(where the horizontal sync and 
vertical sync are separated) monitor. 

Pin 4 of the 6-pin connector 
located at the right corner of the 
lower PC board is connected to the 
(-—)V SYNC of the PC board. Pin 6 of 
this same connector (6-pin) is for 
the (~-)H SYNC of the PC board. In 
this case, you would hook up Pin 4 to 
the negative V SYNC of the moni- 
tor 3-pin connector and Pin 6 of the 
PC connector to the negative H 
SYNC of the monitor 3-pin con- 
nector. (Hey, this is not easy to 
explain!) 

While the monitor hook up is 
simple in this case, you will no doubt 
come across others that will confuse 
you. The two kinds of monitors you 
will see are the Wells-Gardner and 
the Electrohome G07. Both have a 
6-pin male connector labeled as 
follows: 


R G B 


GND H Sync V Sync 





On this 6-pin connector, the H 
Sync and the V Sync are POSITIVE 
SYNC. There is a separate 3-pin 
male connector on each monitor. On 
the Wells-Gardner, the 3-pin 
connector is located right above and 
in line with (viewing from the back) 
the 6-pin connector. On the Electro- 
home G07, the 3-pin connector ts 
located above and parallel to the 6- 
pin connector. Both are labeled as 
follows: 


GND H Sync V Sync 

On this 3-pin connector, the H 
Sync and the V Sync are NEGATIVE 
SYNC. The easiest way to hook up 
the monitor in this Sezcross example 
(remember Sezcross is a negative 
sync game) Is to tie the two negative 
syncs together (the H Sync and the 
V Sync on the 3-pin connector) and 
run this wire to Pin 4 which ts the 
negative sync of the PC board. 

You will also come across a 
monitor that will accept only posi- 
tive sync and you have a negative 
sync conversion kit. These monitors 
are the old style Wells-Gardner 
monitors that were used on Wil- 
liams’ Defender and Stargate. These 
monitors only have the 6-pin (posi- 
tive sync) male connector. No pro- 
blem! 

Take a 7404 IC off of an old 
board. Hook Pin 7 of the IC toGND 
(ground) and Pin 14 to +5 volts. Pin 
1 is the video input signal that is 
negative that must now be inverted 
to positive sync. Pin 2 is the inverted 
output that you can now hook up to 
the positive sync of the monitor. Tie 
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SS ALPHA- OMEGA SALES 


SEND YOUR MONITORS & BOARDS TO “FRANK THE CRANK”’—He’Il fix ’em right! 
On reconditioned prepaid game orders, WE’LL SPLIT THE FREIGHT! (min. $1,000) 
On KIT orders, WE’LL PAY THE ENTIRE FREIGHT! 


KITS 


LOWEST PRICES ON THE HOTTEST CONVERSION KITS 






CRYSTAL CASTLES($695) — MEGA ZONE($695) — SEICROSS($495) — TIME PILOT ’84 
DO! RUN RUN — CIRCUS CHARLIE — MAJOR HAVOC($595) — UP & DOWN 
VULGUS — SPACE ACE (Special $595) — SUPERBIKE (FOR DONKEY KONG $295) 
TIN STAR — JR. PAC-MAN — REGULAS($795) — BOMB JACK($695) 
POLE POSITION 11($595) — MR. DO!’S WILD RIDE — NOVA 2001($295) 
CHAMPION BASEBALL II — VS. BASEBALL — PIT & RUN($475) — COBRA COMMAND 
TRACK & FIELD TRAC BALL($225) 


NEW GAMES — CLOSEOUTS 


LASERS—POOL TABLES—BILL CHANGERS—JUKES—PINBALLS 


TAG TEAM WRESTLING ($1195) — GAPLUS — VIDEO JUKEBOXES — VS. TENNIS 
AIR HOCKEY($1895) — TRIPLE STRIKE — PENNANT FEVER — |, ROBOT — PUNCH OUT!! 
BIRDIE KING Il — TRACK & FIELD (c/o $1295) — KARATE CHAMP — CHEYENNE 
HYPER SPORTS($1495) — SPY HUNTER — TWO TIGERS — TEN-PIN DELUXE 
THE GAMES — FOOSBALL ($695) — STRIKER (pin) — CHEXX (c/o) — BLACK PYRAMID 
E-Z SLATE LIFTER (New $445) 


NEW .984, .882, and .900 BRASS TOKENS—5¢ each 





Frank 
‘The Crank” 


— GREYHOUND 104CT VIDEO CARD GAMES — 


FACTORY OUTLET—LOWEST PRICES ANYWHERE—BUY AT BIG SAVINGS 
6-MONTH WARRANTY—IMMEDIATE BOARD EXCHANGES 


* * LOCATION-READY SPECIALS * + 


30-DAY WARRANTY — NO CRATING CHARGE 
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Baby Pac-Man ............ S35 FOO FING iiicccccnoeus es 695 Mr. & Mrs. Pac-Man (pin) . 895 Space Duel............... 350 
BARON ob casicevesans.wtin Aaa:  TROWEY ise st 2 aps 6 Pe Nw 39d IMS: PAG IMA inc aikcsewank 795 Speak EaSVivsccscscvewsans 895 
BOIZEIR aisvdavaeerese nsws 399: ‘PFORGED caetind sdeuwcaxanees 495 NATIONAL CIGARETTE MARS ssvatinived cana ces 395 
Burg W JUMD cs vccs cece 299 «| FPO LING 6 ose s ewavce ears 695 MACHINES (recon.)..... Foo. “Stal TIER 4 sckeedsndnsudaer 595 
BUIRETUMNE aicisscancw eines Se ES) G20 «INIBOIO? scacapaiwakecciows 295 Star Trek (conv.) .......... 395 
RORNDEGE é cicsoveeccsyans Reet: HI wn cvs aside widen cnn as 395 Omega Race. ones ccnc cess 505 Sal WANS sincccdiscecdacaincas 995 
Champion Baseball........ 79S (GYNWUSS sossccccatsianeaver 695 Pac-Man or Pac-Man Plus.. 495 Super Pac-Man ........... 595 
CNS ic cvrcivearerraaons 1495 = ice Cold Geers vsccigavnacs AOD PERRO cc kscnawnivantenidenn PS: VHOOE csinneveiunsun tense 1795 
CONGO BONGO. « iicn scenes Boo l, RODOt iis koko caensacawes 9s. PROCHK xédadc cekancoeKoss Boo  VOMPSS. scisuesaekasianee 395 
CIOSSDOW sxciwecwnyonsaae E2oS - NOUS caiincexcaa tee ekees 495 Pole POSIGGON: ccs asicesens 1995 Teri Yard FIGN « cc sacwcwes 1295 
Crystal Costes sccccccacows 992 Mf, PaCIMaW asec cea knee saves 995 Pole Position Il ........... 1995 “VUNG PUL pcsicscnanearads 595 
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3 CORAL ST., EDISON NJ 08837 CALL THE EXPERTS NOW! 
201/738-1800 “FRANK THE CRANK” 
CALL FRANK or JOE PRESIDENT 


/ 
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the H Sync and V Sync together of 
the 6-pin male connector on the 


monitor and run this wire to Pin 2 of 
the 7404. 


Service Tips 

Track & Field—broken button 
wires. This week I only received one 
service tip! It was written by Charles 
Brenon Jr. of Brenon’s Coin Machine 
in Brownville, New York. Brenon 
replaced the plastic spacers, that 
hold on the switch blades, with *4” 
plywood. Just drill a hole for the 
button and screw the contact blades 
to the plywood. No more broken 
wires. This may be easier than 
rewiring the control panel, as others 
and myself have suggested. 

Another alternative is to pur- 
chase the very inexpensive Track & 
Field Track Ball Control Panel 
(around $225). I think this is one of 
the best investments an operator 
can make for his Track & Field. | 
have installed a few, and revenues 


Pin No. 


Signal 
RED 
BLUE 


have increased by about 30 percent. 
Not only is it like getting a new 
game, but the track balls replace the 
buttons that the players had to 
pound on. No more broken control 
panel wires and no more banging. 
You now have higher collections 
and happy location owners. 
Williams’ pinball machines— 
Many times I had a flipper coil burn 
and couldn't understand why. Some- 
times the end of the stroke switch 
wasnt breaking and the coil would 
remain energized until it “cooked.” 
Some of the flipper coils should be 
replaced because they “‘sink too 
much heat” as the saying goes. 
Williams suggests replacing its 
FL-23/600-30/2200 flipper coils 
with FL-23/600-30/ 2600 which run 
much cooler. Note that these are 50 
volt coils. On some Williams pins, 
even if you replace the coils with the 
cooler running ones and make sure 
that the E.O.S. blades are opening, 
some coils will still burn for no 


apparent reason. 

Well, did you ever realize that 
those little capacitors (.1 MFD 
200V) attached to the E.O.S. or on 
the flipper coils serve no purpose? 
These capacitors may short and 
result in the E.O.S. circuit not open- 
ing. Just cut them away, and I'll bet 
that you have fewer flipper coils burn. 


Thank you readers 

Hey, I want to thank you, the 
readers, for rating the “Frank's 
Cranks” column the number one 
column in Play Meter this year. It 
takes a tremendous amount of time 
to write the tips, but I’m happy that 
most of you find them helpful. 

To survive in this industry, the 
operator MUST cut overhead to the 
bone. One of the most logical ways is 
for you to become a better repairer 
of games. The faster you can fix your 
own games, the better off you'll be. 
Thanks and as always...keep crank- 
ing! e 


FIGURE 1 


GREEN 
SYNC 


GND 
N.C. 


"Seicross" 


Not connected unless 


you separate negative syncs 


TV monitor must be placed vertical. 


P.C. Board is designed to be used 
with “1-SYNC" signal monitor. (composite syne) 


However, if your TV monitor has a ‘‘2-SYNC"’ signal connect 


as dotted line. (separate H and V sync) 
PC Board Connectors: 
Pin=4=V SYNC (negative) 


Pin=6=H SYNC (negative) 


_V SYNC 


een 11 


74LS86 





The Sezcross PC board 6-pin connector that goes to the 
monitor 6- or 3-pin connector. 


is a negative sync game! 


(1) REO 
(2) GREEN 
(3) BLUE 


SYNC to -V Syne 


to -H Syne 
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Scoring Success 
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Fund-raiser 
promotes good image 


In what Kile Haugland hopes’ Treasure Island arcade in Duluth, 
will become an annual event, his Minnesota, recently held a success- 


_—IeV7”" 
{ = 


+ aS 
Players battle on an Atari Basketball video which was later given away ina ran- 
dom drawing. Free pizza and soft drinks were served to nearly 200 attendees. 
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ful fund-raiser for the Special Olym- 
Pics. 

Enlisting the support of a local 
radio station, pizza parlor, and Coca- 
Cola distributor, the arcade was able 
to raise $1,000. The fund-raiser was 
held on a Sunday afternoon, which 
Haugland said is usually a slow time 
for Treasure Island. 

Approximately 200 people, 
including some children who partic- 
ipated in Special Olympics events, 
were treated to free games, pizza, 
and soft drinks for a donation of $5 
to the local Special Olympics organi- 
zation. Haugland said that almost 
half of those who attended were new 
customers to the arcade. 

An Atari Basketball game was 
also given away in a random draw- 
ing, and attendees received compli- 
mentary hats and patches provided 
by the arcade. 

Free advertising and a remote 
broadcast on the day of the fund- 
raiser were donated by radio station 
KZIO, and Sammy’s Pizza served 
pizza at the event which lasted from 
11 a.m. until 6 p.m. 

“We ended up with about 100 
free radio spots as well as some TV 
coverage, Haugland said. “The only 
expenses we had were for the cups 
and ice.” 

Haugland said the fund-raiser 
helped the arcade project a good 
image in the community. The com- 
pany has held fund-raisers for 
Muscular Dystrophy and other char- 
itable causes in the past. “It was an 


_ extremely fun day, and the money 


was raised for a good cause,” 
Haugland said. % 
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S-RANIKS 


COIN-OP . [a MONTHLY 


A NEW MAGAZINE 
BY OPERATORS 
FOR OPERATORS 


Each monthly issue will be filled with innovative ideas guaranteed to 
keep you on top in this topsy-turvy industry. Here’s a sample of 
monthly columns that will appear in each issue of FRANK’S CRANKS 
COIN-OP MONTHLY: 


“Frank’s Corner” — Interview 

“Nollars and Sense” — Financial Advice 
“What’s Hot/What’s Not — Product Review 
“From Frank the Crank” — Editorial Advice 
“Service Tips” — Resolving Service Headaches 
“Opportunity Outlook” — Trends 


















Subscribe now and become one of the more than 5,000 charter subscribers. The 
first issue will be published in October. 


At only $5 per issue—just one service or tax tip would pay for the subscription, 
but FRANK’S CRANKS COIN-OP MONTHLY offers more—the advice you 
need to avoid making that bad investment and that tip which will return your 
investment many times over! Don’t delay! Complete the attached form and return 
it with your payment or call today! 


201/738-1800 


Subscribe Now and Become a Smarter Operator 


x, 


\ | 
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Technical Topics 





MOS/FET & J/FET Circuit Design LCP 


Editor’s Note: The material below is a serialization of the Kurz Kasch correspondence course for electronics, 
designed specifically for the coin-operated amusement industry. This course is copyrighted and owned by Kurz 
Kasch of Dayton, Ohio, and its reprinting is being sponsored jointly by Kurz Kasch and Play Meter magazine. This 
material is authorized for publication exclusively in Play Meter magazine. 


Lesson 6: 


A.C. Couples Amplifiers II 





Lesson Six — A.C. Couples Amplifiers II. In this lesson, high 
frequency RC coupled amplifiers are studied. 


HIGH FREQUENCY RC COUPLING: 


In the last lesson, the low frequency analysis of an A.C. 
coupled FET stage was performed which illustrated the effects of 
capacitive coupling. By ignoring the extreme low frequency 
effects of the input and output coupling capacitors, it was seen 
that the mid-band frequency response depended on the source 
de-coupling capacitor, C,;. Now, by considering the effects of the 
gate-to-source and gate-to-drain capacitances, an analysis of the 
response at higher frequencies can be performed. 


drain j d 


(gd 





source 


Fig. 6-1. FET Amplifier Equivalent Circuit at High Frequencies. 


Consider again the cascaded stages in Fig. 5-1 and assume 
that the frequency range of interest is beyond g,,/C;,. The 
equivalent circuit in this range can be drawn as in Fig. 6-1. 


The input admittance and voltage gain can be found by 
writing sets of node voltage equations. For the input admittance, 
where A, is the voltage gain from input to output; 


tin = 
(6-1) 
= HB. tjw (Cg, + (1 — Ay) Coa] 


This expression for the input admittance illustrates the Miller 
effect on the feedback capacitance, C,g. This means that the 
total capacitance seen at the input terminals is the sum of the 
gate-source capacitance and the gate-drain capacitance multiplied 
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by the quantity (1-A,). If the voltage gain is quite large, the total 
input capacitance can also be quite large, and in some cases, 
dominate. 


Ar(db) 


20 log, 








&mRp 


+ 2) db/decade 





20 db/decade 
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Fig. 6-2. FET Amplifier Frequency Response Plot. 


The voltage gain can be written as: 





Vo 
Ay = v, 
7 “Bm Ra ; 1 —j w Ga/8m 
1+ gasRa bac C Rg 
+ —_—_—————— 
a l+gq5Ra 
l l 
By assuming that — > Rg >—, 
Eds £m 
2m Ra 


(6-2) 


IR 


A =! <gidincatpe esimssaitnate 
" 1 + jaCyaRa 


which is a much simpler form. By combining this equation with 
Eq. 5-4, the complete wide-band transducer voltage gain is found 


to be 
Rg 
At =- | 


The frequency response plot for this expression is shown in 
Fig. 6-2 which illustrates the break frequencies. From the 
expression, it is noted that the gate-to-drain capacitance deter- 
mines the high frequency break point. 


[1 + jo RSC; | 


[1+joCs/gm]- [1 +joRaCza]) ‘&°? 
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Therefore, to have a large high frequency response, it Is 
necessary to have an FET with small C,qg. Since the basic A.C. 
models for the JFET and MOSFET are identical, then the 
frequency response characteristics will also be identical. 
Therefore, the frequency response plot in Fig. 6-2 will be the 
same if a MOSFET were placed in the circuit. 


EXAMPLE 1: 


For the same circuit in Example | of Lesson Five, the gate 
junction capacitances are found to be: 


Cys = 5.0 pF @ Vos = 3.2v, f = 1.0 Mhz 


and 


Coa = 1d pF Vy5 = 3.2¥, P= 1.0 Mhz 


Find the high frequency break point and write the voltage gain 
expression as a function of radian frequency, w. 

| 
Ra Cea 


Ga = 





Wa = 77.0+ 10° rad./sec. 


Since 

w, = 125 rad/sec 
and 

Ww, = 718 rad/sec 
then 


- 6.25 (1 tj /125 


Ag GOV" TS of T18) (1 + ja/7? 10°) 


where w is measured in radians/sec. 


Due to the nonlinearity of FET transfer characteristics, the 
output will be slightly distorted under large signal operation. For 
this reason, FET amplifiers are generally used to amplify small 
input signals in the range of microvolts to millivolts. However, by 
coupling to bipolar transistors (as will be discussed), the output 
levels can be increased with very little distortion. 





Lesson 7: 


Direct Coupled Amplifiers 





Lesson Seven — Direct Coupled Amplifiers. In this lesson, the 


design of both single ended and differential input amplifiers is 
discussed. 


SINGLE ENDED: 


If FETs are direct coupled, it is possible to extend the low 
frequency response to zero frequency or D.C. The difficulty lies 
in maintaining the correct bias level on the gate as was explained 
in Lesson Five. For the enhancement mode MOSFET, the correct 
gate bias potential can be derived by using D.C. feedback from 
the output stage to the input. Fig. 7-1 shows a three stage direct 
coupled amplifier which uses one feedback resistor to set the 
operating point for all three stages. By adjusting the value of Rr 





Fig. 7-1. Three Stage Direct Coupled MOSFET Amplifier. 


the bias on all three stages can be controlled to allow proper 
linear operation. This type of FET is ideal for this circuit since 
the gate voltage is higher than the source. Obviously, JFETs 
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cannot be used since the gate-source voltage must be in an 
opposite polarity. 


EXAMPLE 1: 


The D.C. bias conditions for the three stage direct coupled 
MOSFET amplifier can be calculated quite easily by assuming 
that all three devices have nearly the same characteristics. Fig. 
7-2 shows the amplifier but with Rg¢ replaced by the pot 
(R, + R,) and resistor R,. The gate transfer characteristics for 
each MOSFET is shown in Fig. 7-3. The voltage equations are 
found to be: 


Vps , 





Fig. 7-2. Design Example of a 3-Stage Direct Coupled MOSFET 
Amplifier. 


Vos, = Yop — Ip, - Rp 
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Vos, = Vpp — Ip, ° Ro 


Vos; = Yop — Ip, ° Rp 


All three of these equations will be equal since it was assumed 
that the three devices have equal characteristics. The gate-source 
voltage on the first device is given as 

Rp R, 


DD~ RGR, Ip, (7-1) 


Ry 
Now, by adjustjng the pot to vary R,, the bias on the gate of the 
first device will change. This change will cause the drain currents 
in the other two devices to vary and to set the proper value of 
output voltages. The capacitor C, bypasses the feedback signal to 
ground which allows a high value of closed-loop gain. 


Ip 


Vop 
Rp 


Ip; 





VGs 


Fig. 7-3. Typical Gate Transfer Characteristics of a MOSFET. 


DIFFERENTIAL INPUT: 


Another method of direct coupling FETs is with the 
differential input method. Fig. 7-4 shows a typical differential 
input pair which has the two source leads tied to a constant 
current sink. This circuit finds many useful applications such as 
amplifying floating signals which are not referenced to ground 
and in discriminating small differential signals from large com- 
mon mode signals. Also, this particular stage can be used as the 
front end to an operational amplifier to boost the input 
impedance and to reduce the input bias current. This application 
will be. discussed further in another lesson. 





Fig. 7-4. JFET Differential Amplifier. 


To analyze this circuit, it is required that there be no small 
signal variations in the constant current sink, I,. In other words, 


the small signal drain currents are equal but of opposite polarity. 


Fig. 7-5 shows the model of the circuit from which can be found 


the differential and common mode voltage gains. 
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Fig. 7-5. Equivalent Circuit of the JFET Differential Amplifier. 


Summing the small signal currents at the source node, 


lig = = lay 
BVig = ¥1 — Va = Ves, “Yess 
Yo, ~ Sm, * Ygsy l+gn¢ - Rp =-Ay, Vgsy 
1 


Yor ~Bm2 Yes. |T 4g). - Rp | v2 "882 
2 


If the devices are perfectly matched, then 


Ay SA HA, 


¥3 
Therefore, the differential voltage gain is given by 


AVo -n Ry 
AVin Ay = l *£,,.Rp 


(7-2) 
which is the same expression for the single-ended amplifier stage 
with the difference being that neither the input signal nor output 
signal is ground referenced. 


The common mode voltage gain A, can be found by 
“splitting” the circuit down the center and examining one side of 
the circuit. In Fig. 7-6, half of the constant current sink has a 
current represented by I,/2 which is equal to iy. The impedance 
of this half-current sink is 2Z,. 





Fig. 7-6. Half Section of the JFET Differential Amplifier. 


Therefore, the expression for A, is found to be: 


ot (7-3) 
Vi 
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_ -2m Rp 
1+ gpgRp + 2Z, + (Spgs + Em) 


By allowing Z, to be very large as is the case for most constant 
current sinks, then 

-Rp 

bike 





A, = (7-4) 


To determine how effective the differential amplifier is in 





Fig. 7-7. JFET Differential Pair with Bipolar Constant Current 
Source. 


rejecting the common mode signal, a term called the common 
mode rejection ratio (CMRR) is determined. CMRR is the ratio 
of the differential gain to the common mode gain, or 


CMRR= ™ 
as 
For the JFET stage, 
28m Zc 
= ———. 7-5 
CMRR 1+ ecFn (7-5) 


If rejection of the common mode signal is desired, then it is 
necessary to maximize this term. This can be done by requiring 
that the constant current sink have a high impedance and to 
require that Rp <1/gp.. Also, it is necessary that the parameters 
for each device be equal, especially the small signal drain 
currents. A constant current sink is therefore a distinct advantage 
when used with FET differential pairs. 

EXAMPLE 2: 

STEP 1: Fig. 7-7 shows a JFET differential pair biased by a 
bipolar constant current source. The drain current (zero 
T.C.) is about 500uA and the gate source voltage at this 
current ranges between 1.0v to 2.2v. Calculate the 
resistor values necessary to bias this stage at the zero 


T.C. point and with a D.C. output level of 1.5v. The 
supply voltages are + 1 Sv. 


First, determine the value for Rp. 


V —e 
Bs aes DD oO 
Ip 
1I5SV — 1.5V 
Rp = ———__ 
SOO0uA 
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Ry = 27K0 


The total current in the constant current source is the sum of the 
two drain currents. 


Ir =0.5 mA+0.5 mA=1.0mA 
This current is the same through the emitter resistor, Re. 
Ve — Vpp = Rely 
Set 
V. = Ov 


so that 


Mee _ 159 
Re Oma 





R. = 15SKQ 

The base voltage, V;, will be approximately 0.6v. 

_[R:-R 
0.6v = R, +R, Vpp 
0.6 R, +0.6R, =15 R, —I15R, 

15.6 R, = 14.4R, 
R, = 0.924 R, 
Choose 


R, = 330K 2 


so that 
R, = 0.924 + (330K Q) 
1, = 300K Q 
STEP 2: The JFET pair has the dynamic constants given below: 


Zm @ 500 pn A = 1000 pp mhos 


Bns @500n A= 50yu mhos 


and the constant current source has an impedance of about 1.5 
megohms. Compute the CMRR. 


I. Z 
CMRR= _ an Oe 
1+ 8nsRp 
ens 2-102 - 10°*- (1.5) 108 
~ 1+(50)+ 107° - 27+ 103 
CMRR = 1280 


The procedure used with designing circuits using FET 
differential stages requires a close matching of device parameters. 
An ideal FET pair would have its gate transfer characteristics 
matched within several millivolts. This insures that the D.C. drain 
currents are equal for equal values of Vgsg. As a result of this 
matching, the small signal drain currents and the small signal 
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transconductances will be nearly equal thereby allowing a large 
value of CMRR. 


However, most manufacturers of matched FET pairs try to 
match the gate transfer characteristics at the drain current zero 
temperature coefficient or the zero T.C. By doing this, the circuit 
designer can design his differential stage for a minimum output 
offset voltage while at the same time achieving low thermal drift. 
On a typical device data sheet, there are three parameters which 
determine how well the device is matched. 


l. Ves, — Ves, | ~ The gate source differential 


AlVces, — Ves, |\/AT — The differential voltage 
temperature coefficient or AVgsg drift. This 
parameter is also measured at the drain current 
zero T.C. and ranges in value from 5 yu V/°C to 
100up V/°C. 


2m ,/8m, — The small signal transconductance 
ratio measured at the Ip zero T.C. This ratio 
determines how well the small signal drain cur- 
rents are matched. Its value varies from 0.9 to 
1, 


The selection of a particular device type will depend on how 


voltage which is measured at equal drain currents, 
usually the zero T.C. value. This value ranges 
from ImV for extremely well matched devices to 


as much as 100mV for poorly matched devices. 


much performance tolerance is allowed and how this perform- 
ance depends on the matching characteristics. Obviously, the 
more closely matched devices will be more expensive but the 
performance is expected to be worth the extra cost in most cases. 





“WE FIRST THOUGHT IT WAS LEFT BY AN ALIEN CIVILIZATION 
TO TEACH US THE SECRETS OF THE UNIVERSE... 
IT TURNS OUT TO BE AN ARCADE GAME!” 





PLAY METER, November 1, 1984 


73 








War of the 
worlds 


Can you defend the earth from a 
marathon onslaught of killer insects 
from outer space? Meet the chal- 
lenge to save mankind from Gaplus, 
the newest video from Bally 
Midway. 

The earth-defending player must 
ward off the Gaplus as they appear 
in a variety of forms and flight 
patterns, which determine the num- 
ber of points scored. As the attack of 
the Gaplus intensifies, the player's 
high-tech arsenal—the Phalanx 
Attack, the Hyper Attack, and the 
Cyclone Attack—boosts defensive 
techniques and point accumulations. 

Bonus rounds can double or triple 
point values. Other features of 
Gaplus include Tofu Attacks, in 
which the ghost of a wounded stray 
Gaplus transforms into ultra-deadly 
bean curd; a bonus ship from the 
Queen of the Gaplus; and a scoring 
feature for high-score earth defen- 
ders. 





Van Brook supplies Tokens to 


Major Casinos in every part of the 
World. 


VAN BROOK OF LEXINGTON 
P. O. BOX 5044 LEX, KY. 40555 


606-231-7100 
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Data East USA Inc. has released 
its interactive upright video, Karate 
Champ. 

Karate Champ offers the player 
multi-joystick, high action sports 
games. 

To begin the contest, the player 
enters a training session’ that 
allows the player to practice the 
moves while earning bonus points. 
In this sequence, the karate instruc- 
tor demonstrates a variety of differ- 
ent moves. The player must then 


properly duplicate the moves of the 


instructor by correct joystick move- 
ments to earn bonus points. 

Play then advances to the first 
intermediate match. The first player 
to score two points wins the match. 
The player advances to new and 
increasingly difficult matches with 
each victory. Various challenge 
stages are provided along the way to 
allow the player to earn bonus 
points. 

The player can select from one of 
24 offensive and defensive moves to 
combat his opponent. The game ts 
available as a dedicated upright 
machine. 
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It'S In 
the stars 


With a resurgence of back-to- 
basics games and a greater interest 
in flippers, Williams presents Star 
Light. 

For the first time, Williams’ 
exclusive lane change feature is acti- 
vated by a separate button on the 
player's right side for more control. 
Make rollover lanes and buttons 
light stars, and when all 10 are lit, a 
constellation lights for a 10,000 
bonus. Lighting “Pisces” lights the 
right lane for an extra ball and 
lighting “Gemini” lights the outlane 
special. Making the roving light 
advances the bonus multiplier. 

Other features include two-ball 
multi-ball play—all scores are 
doubled and a bonus holdover 
which, when lit on the last ball, 
awards a bonus time of one second 
for each star lit and 10 seconds for 
each constellation lit. The backglass 
art presents the theme in brilliant 
colors and imaginative illustration. 
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SNK Electronics introduces a 
conversion kit especially designed 
for action-oriented video game 
players. 

Blast off into the world of Vulgus 
and destroy the enemy insect 
mutants that infest the planet. 

The object of the game is to 
maneuver the spaceship through 
three contrasting arenas of play 
action. The player uses rapid-fire 
missiles to blast through a maze of 
attacking insect mutants on the 
rough terrain en route to the aquatic 
battle where he encounters the 
mysteries of space where the Vulgus 
enemy planet awaits his next move. 

One or two players have the 
advantage of five “Ultimate Mis- 
siles’ for the giant insects that 
routinely prowl the planet. 











Tire inflators 


Acc-U-Air Tire Inflators from 
Alliance Industries in Madison 
Heights, Michigan, have a special 
compressor design that will not 
clog, corrode, or freeze (even at -60° 
below zero), company officials said. 
These compressors are backed by a5 
year warranty. 

The Acc-U-Air PA100 Series has 
a built-in cart, allowing the machine 
to be wheeled in at closing time yet 
locked up when the station is open. 

The A-100 Series comes with a 
wall mount bracket or it can be 
mounted to an optional in-ground 
pedestal. 

All coin-op units feature a built-in 
specially designed vault for added 
security. All units come standard 
with a cut-proof wire braid air hose 
and inflator with a built-in read-out 


gauge. 
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Test your 
knowledge 


Status Game Corporation has 
joined the trivia craze that's sweep- 
ing the nation with the introduction 
of Triv-Quiz, available in upright or 
countertop models and conversion 
kits. The game features thousands of 
questions in four categories— 
sports, entertainment, world facts, 
and expert challenge. 

A built-in advertising feature 
allows operators to program adver- 
tising without a keyboard attach- 
ment. 

Each player begins with 10,000 
points. When the player sees the 
question, he decides how many 
points he wants to play. After he has 
wagered his points, three answers 
appear, and the player tries to select 
the correct answer. 

Each player receives a minimum 
of four questions. Bonus questions 
are earned based on high scores. The 
player who achieves the highest 
score can enter his initials for 
display. 

Company officials said future 


updated question kits will be avail- 
able. 
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Fire away 


Sample shipments of Exidy’s new 
gun game, Cheyenne, were sent to 
distributors in late August. Cheyenne 
is a western gun game utilizing an 
unbreakable cast aluminum gun 
stock, company officials said. 

The player, armed with a rifle, is 
to protect “Buster Badshot’”’ through 
a series of dangerous episodes as he 
challenges outlaws in his quest for a 
bounty of gold. 

“Graphically superior to Cross- 
bow, a challenge in itself, the test 
reports on Cheyenne have been 
absolutely phenomenal,” said John 
Barone, director of domestic mar- 
keting. 





Face-lift for 
‘Face Off 


A re-engineered version of Enter- 
tainment Enterprises’ Face-Off 
coin-op ice hockey game is available 
at a price that’s lower than compara- 
tive ice hockey games, according to 
President Jed Forman. 

“If you can make the quality of a 
machine higher while making the 
price lower, you re talking true mass 
appeal,” said Forman. “And that’s 
exactly what's happened with Face 
Off. Our new version’s going to 
really score—with distributors, 
operators, location owners, and 
players alike!” 
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Subscription Line: 


904/837-7987 





Aids to the Trade 








Test fixture 


Industrial Design Electronic 
Associates, Inc. announces a new 
design for its diagnostic tool for 
servicing the company’s A//-Amert- 
can Darts game. 

Self-contained and portable for 
testing the game on site, the test 
fixture tests the following assem- 
blies: main mother PCB assembly 
board, power supply, solid-state 
relay board, speaker, overhead light 
driving circuitry from main board, 
and matrix switch. Special retro- 
fitting accommodates testing of the 
American-sized target. 

All functions of the game can be 
simulated and tested. It works by 
matching up a suspect assembly 
with a known working assembly. 
Once the trouble spot is identified, it 
can be swapped or debugged. De- 
bugging is facilitated by access of all 
parts to a scope or probe meter. 

IDEA also announces that J.R. 
London in Milwaukee, Wisconsin, is 
its distributor in Wisconsin. 

For more information, contact 
IDEA Product Sales, Route One, 
Sycamore, IL 60178. Telephone: 
815/895-8188. Telex: #433-0077- 
TSPN, Att’n IDEA. 


Transformers 


Two new four-watt line-matching 
transformers have been introduced 
by Quam-Nichols Company. 

The new transformers have a fre- 
quency response range of 50 Hz to 
20 kHz, +/- 1 dB, and permit 
speakers such as Quam’s 8C10CO 
coaxial and 8CIOFEPAX and 
SCIOFEX air suspension speakers 
to deliver their full response range. 

The new transformers are model 
TBH25 and model TBH70, designed 
for impedance-matching respec- 
tively to 25-volt and 70.7-volt lines. 
They are available individually or 
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preassembled to speakers or speaker/ 
baffle combinations. 

Information is available from 
Quam-Nichols Company, 234 East 
Marquette Road, Chicago, IL 60637. 
Telephone: 312/488-5800. 





Electric lift trucks 


Two new stand-up, counter- 
balanced end controlled 36 volt elec- 
tric lift trucks are now available 
from Schaeff Namco, Inc. in 2,000- 
and 2,500-pound capacity at 24” 
L.C.—Model E2000 and E2500. 

The trucks are 30” wide and 83” 
high with a right angle stack dimen- 
sion of 71”. Front wheel drive 
enables the truck to negotiate dock 
plates and steep inclines with ease, 
with or without a load on the forks, 
company officials said. 

Smooth plugging is accomplished 
through the General Electric EV1 
SCR control which is located just 
under a hinged panel. The 7%” dia- 
meter Prestolite traction motor ts 
mounted vertically to permit the 
installation of new brushes without 
removing the battery or motor from 
the chassis. 

An oversized battery compart- 
ment will accept up to 700 A.H., 


24.3 K.W.H. 36 volt battery for 
multi-shift operations or small 375 
A.H. 13.1 K.W.H. battery for light 
duty users. Rollers are included in 
the battery compartment for easier 
handling. Overhead hoists are not 
required to remove the battery. A 
battery service tray with rollers is 
standard equipment with each 
E2000 and E2500 truck. 

To complete the product line, 
Schaeff Namco has designed a new 
family of Clear View Duplex 
Uprights up to 130” M.F.H. and 
Triplex Uprights up to 156” M.F.H. 

For additional information, con- 
tact Tim Balakas, General Sales 
Manager, Schaeff Namco, Inc., P.O. 
Box 5869, St. Louis, MO 63134. 
Telephone: 314/429-5511. 
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Power Conditioners 


The CLEAN POWER Source 


Products of Shape Magnetronics, inc. 





Free catalog 


A full-line technical catalog 
describing Line Tamer power con- 
ditioners has been released by Shape 
Magnetronics, Inc. 

The 12-page catalog provides 
specifications and ordering infor- 
mation on three Shape Line Tamer 
series—Z-Phase, Computer, and 
Industrial. Line Tamer power con- 
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ditioners provide power line regu- 
lation, isolation, and noise rejection 
to assure the delivery of clean power 
to computers and sensitive com- 
puterized equipment, company 
officials said. 

The new catalog is prepared for 
those who specify or recommend 
power conditioning equipment, 
such as systems integrators, elec- 
tronic engineers, and electrical 
contractors. The catalog provides 
electrical and performance specifi- 
cations, as well as model listings, 
case dimensions, and weights for 
Shape’s Line Tamer power condi- 
tions: the new Z-Phase Line Tamer 
for three-phase applications, the 
Computer Line Tamer for single- 
phase applications, and the Indus- 
trial Line Tamer for single-phase 
applications demanding extremely 
high line voltage regulation. 

In addition, the catalog includes 
an explanation of the various forms 
of power irregularities and the solu- 
tions available to aid the specifier in 
selecting the option for the appli- 
cation. A key feature is a page of 
answers to the questions most com- 
monly asked about power condi- 
tioning and about specifying and 
using Line Tamer power conditions. 

Z-Phase Line Tamers are avail- 
able in standard capacity ratings 
ranging from 7.5 kVA to 75 kVA, 
while Computer and Industrial Line 
Tamers are available in standard 
ratings beginning at 30 VA through 
75 kVA. Other VA ratings are avail- 
able on a custom basis, as are special 
plug or receptacle configurations 
and mixed input and output volt- 
ages. 

For your free copy of the new Line 
Tamer full-line technical catalog, 
contact Shape Magnetronics, Inc., 
901 DuPage Avenue, Lombard, IL 
60148. Telephone: 312/620-8394. 
TWX: 910-991-2352. 


Lock company 
expands 
Coin Security Systems of Van 


Nuys, California, has expanded its 
base to service the vending and 





amusement industry on a national 
scale. 

Coin Security Systems Inc. is the 
exclusive supplier of the Baton line 
of high security locks as well as a 
factory authorized sales and service 
center for Abloy and Medeco Secu- 
rity locks. “To ensure strict key con- 
trol, we assemble the locks at our 
facility and issue key codes on our 
own exclusive keyways,” said Presi- 
dent Sam Gold. 

In addition to being a major lock 
supplier, Coin Security Systems Inc. 
also supplies a complete line of secu- 
rity accessory items such as hasp 
sets, cams, security collars, etc. “We 
are a full service supplier specializ- 
ing in security and services which 
are not readily available elsewhere. 
We service all major lock brands 
with rekeying and key cutting avail- 
able for Tubular, Abloy, Medeco, 
and Baton,” Gold said. 

For further information, contact 
Coin Security Systems Inc., 7702-4 
Balboa Blvd., Van Nuys, CA 91406. 
Telephone: 818/782-5454. 


PVC tubing lighting 


An alternative to neon light for 
commercial signs has been intro- 
duced in the form of a low-cost plas- 
tic tubing which is activated not by 
electricity but by ultra-violet light. 
The tubing is available in 11 differ- 
ent colors, is fire-retardant, and can 
be shaped into a variety of designs. 

Known as Line Lite, the tubing is 
made of transparent polyvinyl 
chloride (PVC) and is fluorescent. 
To attract attention, it glows in any 
one of the 11 colors—white, trans- 
parent, red, pink, magenta, orange, 
yellow, yellow-green, green, blue, 





and purple. 

The new lighting system is devel- 
oped by Line Lite International B.V. 
in the Netherlands. A company sub- 
sidiary, Line Lite Inc. of Boulder, 
Colorado, is directing marketing 
efforts in the United States and 
Canada. 

Line Lite can be cut to any length 
and either attached toa flat plane for 
decorative and sign purposes or 
formed into three-dimensionals 
shapes. 

The tubing is available in four 
diameters: 2, 4,8, and 12 mm. Black 
light blue fluorescent tubes are the 
most efficient source of ultra-violet 
light in the required 250 to 360 
nanometer wavelength band. The 
black light blue tubes are also avail- 
able in 8, 15, 20, and 40 watts. 

For large areas and large outdoor 
signs, filtered spots and flood lights 
in 400 watts are advisable. The 
efficiency of illumination is depen- 
dent upon the proximity of the light 
source and is greatly enhanced by 
the addition of an aluminum reflec- 
tor to direct the light toward the 
Line Lite tubing. 

With the use of cyanoacrylate 
glue, it is easy to fix Line Lite to most 
surfaces. However, on wooden sur- 
faces, veneer pins have been utilized 
successfully. 

All of the Line Lite products— 
tubing, black light blue fluorescent 
tubes, reflectors, and coils of plastic 
materials—are warranted to be free 
of defects for one year, company 
officials said. Finishes are warranted 
not to peel, crack, or blister from 
normal atmospheric exposure for a 
similar period. 

For further information, contact 
the Netherlands Consulate General, 
Economic Section 7a7 83, One 
Rockefeller Plaza, New York, NY 
10020. 
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FACO WEST 
LINE-UP FOR THIS MONTH: 


It’s Football Season So Take Advantage of It! Kick Off The Fall 
Season with the Great Football Game from TAITO. 


TEN YARD FIGHT 
$695 


Guaranteed to be the winner this season. Distributor inquiries welcome. 
DON’T BE FOOLED BY LOWER PRICES—THESE ARE ORIGINAL! 


Faco West guarantees to have the lowest advertised prices. If not, we'll beat the competition's price and 
deduct the price an additional 5%. 


NEW GAMES COMPLETE 








Chamelon Baseball’... 6c tees: $325 Be UR oo, | See eres er call 
PRETO Gite cater cys ens Bey sted cece eibe.oa a9 wh call CWENS “CINCH Nhe onc. siete kc o) casos gar ass ie ace 395 
FRO} GON ce thas one Dine 24k. oo-are valeamcs 475 WAGE ONG Goer sais Fea eae as 0 795 
PACTO GR ri igs eisias > ts own e 295 Wipe Plt Oe eee a. ores eras ogre 795 


We take used PCB’s on trade—Retrofit kits available for the unexperienced game converters 


USED PC BOARDS 


Mevotor AchOnis. eto dae shast aes. $450 EY (Ren Sel One Teen ey See $225 
Track & Field (Konami/Centuri) .......... 595 SUBEr POCIWONG s «sa%.5. foe focG eis hae 95 
COMOOGe iho Veco tic ess CENA ene ae 250 CONDO DONG 5.680 iiss fe Seas ees woes 150 
IS tan Oh et ce eat a shee ones siete a thers 395 EO Ot eink chisel! evs: aa ot Sais me ail 75 
GBaloGo (MIGWOY ing. 5 kk esa pees ewes 395 VST MIM INCIN fore vise ces Cite a teak e5dt woke as 125 
Pac-Man JE GWIGWOY) 60.6 sa 0. sce ewe esen 495 PFO ee roae tices ba Ue ee we Anais Gnas 45 


& many more .. ..call 


FACO WEST 10727 Burbank Bivd., N. Hollywood, CA 91601 
818/508-7902 
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HEART RATE MONITORS 


$197 * 


WHY PAY MORE!!! 


Send check or money order to: 


AST VENDING, Box 1231, Corsicana, TX 75110 
Or Call: 214/872-7891 














COIN & TOKEN WRAPPERS 
Contact for Samples/Prices 
ARMSTRONG SERVICES 


10414 Stone Court 
Cincinnati, OH 45242 


513/891-405 


MAILING LIST FOR RENT 
Over 10,000 operators, arcades, 
distributors. Rent complete list or 
specific states. For more _ infor- 
mation, write: Rocklin Associates 
1513 N. Wilcox, Suite 440, Los 
Angeles, CA 90028. 


DISTRIBUTORS WANTED 
Buy direct from factory @ wholesale prices 
on talking D.W.I. Breath Analyzer, Rose 
Vendors, and Physical Fitness Computers. 
Call today or write for additional informa- 
tion. BFP SUPPLY CO. 165 Broadway, 
Amityville, NY 11701 ¢ 516/691-2414 
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THE HIGHEST RETURN ON INVESTMENT 
OF ANY CONVERSION KIT ON THE STREET! 
Don't Take Our Word For Iit— 
Check The PLAY METER Chart Or... 
ASK ANY OPERATOR! 


CROWN VENDING CORPORATION 
"awa 212/592/7070 


‘SUPERBIKE’ — It's a kit to convert ‘Donkey Kong’ and it's a Game Pack for the CVS System — only $275! 
‘SUPERBIKE’ — It's a kit to convert ‘Donkey Kong Junior’ — only $295! 
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CUSTOM-MADE KITS 


From 
VIDEO WARE 


Turn Your Amidar, Berzerk, Challenger, Defender, 
Eagle, Joust, Phoenix, Pleiades, Rt. 16, Robotron, Stargate, 
Super Zaxxon into a NEW MONEY MAKING MACHINE. 


THE FINEST CONVERSION KITS EVER OFFERED! 


No tools or special skills required. . .No soldering. . .You can convert in minutes! 





— CUSTOM KITS — 


ELEVATOR ACTION 
MOTORACE USA 


CHAMPION BASEBALL II 
(panel & harness only) 





Custom-Made Kits Include: 


@ Brand new custom-made control panel with new joystick, buttons, Champion 
Baseball overlay custom-wired to exactly fit your machine... 


e@ First-class wiring harness with pre-“stuffed’”’ edge connector and all plug-in 
(molex) connections... 


@ Original PC Board (guaranteed unconditionally for 30 days); New monitor plexi; 
and new header plexi marquee 


VIDEO WARE, INC. 


600 Clover St., Los Angeles, California 90031 


213/225-1337 


Telex: 295379 Tablevision 
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YOU NEED GOOD, STEADY MONEY MAKERS 
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HOTTEST SPORTS GAME 
OF THE SEASON! 







Kit Includes: Original PCB, 4 
Cosmetics, Instructions, 


WE WILL NOT BE UNDERSOLD — Distributorships wanted 


SPECIAL $695 


DON’T MISS THIS! CASH IN ON THE FOOTBALL CRAZE. 
Quantity Discounts, Call Now 


Y.C. ENGINEERING 


P.O. BOX 1194, LAVERGNE, TN 37086 ~— TELEX: 534623 YARBRC 


615/793-9142 
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CHAMPION 
BASEBALL 


CONVERSION KITS 


pee ae Original PCB, 
Cosmetics, Instructions, $295 


Warranty & Back-up 


$$ FREE $$ 


FREE CHAMPION BASEBALL KIT 
OR 


TEN YARD FIGHT KIT 


Buy Four 


GET ONE FREE! 


(Limited offer, expires November 15, 1984) 


USED PC BOARDS 
FOR EXPORT | 













Y.C. ENGINEERING 


P.O. BOX 1194, LAVERNGNE, TN 37086 ~~ TELEX: 534623 YARBRC 


615/793-9142 _ 
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TICKET en 
Or 
VIDEO GAMES 
AMOA SPECIAL 


$197.50° 


* while supply lasts, 
same 100% warranty 


HARBER TECHNOLOG 
513/772-5053 





After the Video Boom! 


Many people made millions of 

dollars because of the great de- 

pression. 

Learn different techniques on 

how to take advantage of the de- 

pressed video game industry. 

Send $10 + 

$2 shipping & handling to: 

VIDEO SUCCESS 


P.O. Box 47752 
San Antonio, TX 78265-7752 

















ROUTE 
CLEARANCE SALE 
Centipede 
Dig Dug 
Robotron 
Jungle King 


Super Pac-Man 
Ms. Pac-Man 


Astron Belt 
Dragon’s Lair 
Cliffhanger 


Moon Patrol 


Burgertime 
Ms. Pac-Man (mini) 


30 DAY WARRANTY 
B & B VENDING 


1560 Edison St., Dallas, TX 75207 


214/747-0041 


OFFICES IN: Dallas, Midland/Odessa 
Amarillo and El Paso 


ARCADES 
FOR SALE 


Two outstanding game- 
rooms in top locations near 
Baltimore, Maryland. Each 
has approximately 75 late 
games and produces good 
positive cash flow. $120,000 
each. Call W. Klawans at: 


301/484-4167 


LARRY CAPLAN SIGN CO. 
P.O. Box 218 
Reisterstown, Maryland 21136 
Our Prices Cannot Be Beat! 
$350 


Was Freight 
; SOOLETTERS 
=. STEEL STAND 
oo ALL LIGHT 
BULBS 
100.00 DEPOSIT 


301-833-5941 


Without Arrow $300.00 





™ 


“IT’S TERRIFIC. THIS TRACK 
2s! _ AND FIELD STYLE GAME IS THE 
"ANSWER TO CONVERSION!” 
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(See Kevin—!/ converted my 

‘Donkey Kong™ to ‘H.B’s Olympics’ 
and it did over $200 four weeks 

ina row. And it’s still climbing’) 


—CLIFF BARNES 
4x VENDING, KINGSMAN, KANSAS 


One of many satisfied customers! 


G3 75 vP—MoNeY-Back ee 


INSTANTLY CONVERTS THE FOLLOWING GAME SYSTEMS: NINTENDO— ‘DONKEY KONG’™ and 
‘DONKEY KONG JR’™; CVS—INTERCHANGEABLE SYSTEMS; STERN—INCLUDING ‘SCRAMBLE’™; 
DEDICATED INTERCHANGEABLE GAME ALSO AVAILABLE. NO SOLDERING AND NO WIRING! 


(All kits include header, 
side decals, front panel, 
chips and module.) 


CALL 401/946-2077 = MONTGOMERY VENDING 
FOR IMMED. DELIVERY 820 ELMWOOD AVENUE 


PROVIDENCE, RI 02907 
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30 DAY buy sack GUARANTEE 


If for ANY reason, you are dissatisfied with a conversion kit purchased from Nicole Mfg. Inc., 
we'll buy it back within 30 days from date of purchase. “We GUARANTEE It” 


CONVERSION KITS 


Include: Graphics, Joysticks, 5.W. Contacts, Buttons, Wiring, Etc. 
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PAC G OO en le eres s as! 5 6 Saeko sadens ck wes 695 SUMOMOIG: . 30 Sencar eth ie hn dvc twas 275 
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Pac-Man, Mrs. Pac-Man, Super Pac-Man — To Beastly Feastly ONLY $295 


WE WONT BE UNDERSOLD! 


If you can find a better price on any legal conversion, we'll beat it. “TRY US” 


OVER STOCK SALE 


19” & 13” Color TV monitor Raster Scan new (still in box) were $180 now $165 
Upright Cabinets complete except PCB (we'll beat anybody's price) — call 


NICOLE MANUFACTURING, INC. 


1122 9th Street, Altoona, PA 166014 


614/943-7752 


Telex: 703557 CONVERT 








Do You Own A 

Galaxian, Frogger 

Or Moon Cresta 
(U/R or C/T)? 


Convert to: 


Hi-Lo/Triple 
Draw Poker 


(Amusement Only) 
100% LEGAL 


VIDEO WARE HAS THE LOWEST 
PRICES IN AMERICA FOR 
LEGAL PRINTED CIRCUIT BOARDS 
AND COMPLETE KITS 


Sample Prices 
Champion Baseball Motorace (USA) 
Donkey Kong 3 (very few) .... Pac-Man Jr. (very few) 
Elevator Action Wico Deluxe Track Ball 
Time Pilot '84 Zoom Power 
Sony Deluxe 7 amp 10-Yard Fight 
power supply Deluxe Atari 


Simple plug-in conversion, no 
soldering or cut traces on PCB. 
Complete Kit; sub board & soft- 
ware, marquee & overlay. 


only $275 
(C/T kit $260) 


Lost Tomb Track Ball (new) 
Mah OOS 6s cute reso osank 395 


And Many More Quality Kits & 
P.C. Boards At Great Prices! 


VIDEO WARE, INC. 
600 Clover St. 
Los Angeles, CA 90031 


213/225-1337 
Telex: 295379 TABLEVISION 


VIDEO 
CONNECTION 


930 Jeffrey Lane, Dixon, CA 95620 


916/678-5189 
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We Are Central 
New York’s Largest 
Distributor of 


Conversion Kits 
e Authorized Greyhound Dist. 
e Complete line of Dynamo— 
foosball, parts & supplies 
e Tommy Lift Gate 
e New & Used Games 
® Best Prices 
e Latest Conversions 
We Want To Buy 
Your Used PC Boards 
24 Hr. Turnaround Service 


Hi-Tech Coin Machine 


Distributors, Inc. 
8359 S. Main St., Cicero, NY 13039 


315/699-2807 
315/699-4953 


INFINITY 1 
The Game Of A Thousand Faces! 


NEW GAMES COMPLETE $495 (F.O.B. Chicago) 
KITS — While they last! * Plus ’84 Releases 


All laser games available from $995, Call for current prices! 


10-Yard Fight Progress 
Roc n’Rope 
Circus Charlie Radical Radial 
Tag Team Wrestling Super Biker 
Lil’ Hustler 
Seicross Lost Tomb 
Mega Zone 
Time Pilot ’84 King Tut 


* PC BOARD ONLY 


PROM 8200 PROGRAMMER 


Bi-polar E PROMS, up to 256K 
e Write your own program & replace your 
own IC’s. 
@ Intelligent programing algorithm, 20 seconds 





needed only to finish 2764 copy. 

@ Check, Verify, Read, Write, and Modify the 
PROM/EPROM in the programming mode. 

@ Examine, Alter, Move, Fill, Upload, and Down- 
load the memory contents in the data mode. 

e 32Kx8 dynamic RAM buffer with powerful 
memory handling capability from keyboard. 

e Allows data transfer/combine/separate from 
one PROM/EPROM type and size to another 
PROM/EPROM type and size. 

@ One RS232 port, for linking to the computer to 
upload/download data. 

e Simple to operate, over current indication, 
automatic check-write-verify sequence. 

® Fully portable for field or in-plant use. 

@ One full year guarantee. 





DISTRIBUTORS WANTED 
® Buy direct from factory at 
wholesale prices 
® Protected territories available 
for stocking distributors 
® Factory lead service from ad- 
vanced equipment covered 
by $2500. 
@ Insurance program 
@ Stop D.W.I. with our electronic 
breath alcohol scanner 
Call or write today! 
Horizon Distributors, Inc. 
P.O. Box 7095, Freeport, NY 11520 
516/379-4719 
















HOFFMAN INTERNATIONAL 


600 N. McClurg Ct. Ste. 309, Chicago, IL 60611 
Telex: 280208 Hoffmn. Int. Cgo. 





FOR SALE 
Tonka Pay Phone 202-C, local-long 
distance calls. Only 9 left. $500 per 
phone.919/488-9022 





ENGLISH MARK DARTS 






MDL 3000 (used): ..2....:. $595 WE STOCK A STICKERS — DECALS 
MDL 4000 (used) o.% cscs 795 COMPLETE LINE OF Laminating Plastic 
MDL 4000 (w/sound used)... 945 © CUSTOM DARTS Machs. @ Parts ¢ Supplies ¢ Mdse. 
MDL 5000 (used) ... $1295-$1495 AND ACCESSORIES We make these machines 


Better, Prettier & for Less money 
We’ve got a line of stickers, 
decals & other merchandise to 
fill all makes of machines & they 





FACTORY AUTHORIZED DISTRIBUTOR 
PUB TIME DARTS $1695 


24 Hour Turnover on Repairs 
WE SHIP ANYWHERE! 


VIDEO DOCTORS, INC. 


ELECTRONIC SERVICE CENTER 
2265 Main Street, Green Bay, WI 54302 437 Highland Ave., Passaic, NJ 07055 


414/468-0167 201/773-1981 
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Sell Like Hot Cakes 
Call, write or come visit us— 
We’re eager to serve you! 







HERB POTTER 
The Staley Mfg. Corp. 





TOP PAY 
FOR 
TOP PEOPLE! 


Large Arcade Operation In 
New York Metropolitan 
Area Seeks Experienced 
Management Personnel. 


@® MANAGERS 

@ SUPERVISORS 

@ ELECTRONIC TECHS 
Good Benefits! Contact: 


AMUSEMENT 
CONSULTANTS LTD. 
14 Weyman Avenue 
New Rochelle, NY 10805 


914/576-7800 












LEARN TO REPAIR 


e Video Game Boards 
e Power Supplies 

e And Monitors 

IN YOUR OWN HOME!! 

Our complete Analog and Digital 
Course is taught on ten (10) video 
tapes (approximately 30 hours) 
“100% Satisfaction Guaranteed” 
For More Information, Call: 


800/221-0834 
(in ny State) 212/377-0369 
or write: Electronic Institute 
of Brooklyn 


4801 Avenue N (corner E. 48th St.) 
Brooklyn, NY 11234 





SORT & COUNT 


~z,COINS FAST 













COMPACT REUSABLE 
SORTER COUNTER COIN 
PACKAGER 12°x 12 
NADEX plastic coin equipment and reusable 
coin packs provide today’s best value for small 
volumn coin handling. FREE TRIAL OFFER: 
SATISFACTION GUARANTEED. Write for details. 


NADEX Industries Dept. 84005 
220 Delaware Ave., Buffalo, NY 14202 


COIN 
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NEED CASH? 
WANT TO TRADE? 


We Need Your Used Color 
P.C. Boards For Export 


LET’S MAKE A DEAL! 
VIDEO WARE, INC. 


600 Clover Street, Los Angeles, CA 90031 


213/225-1337 


Telex: 295379 TABLEVISON 





ee OPPORTUNITY 
Stick 4 


Sil 
C/tac ine eel | & 
PRISMATIC STICKER VENDOR Jeb a 
pe als 










e Tremendous selection e Proven money maker 
of stickers, including: e Kids find ’em irresistible 
= Ghostbusters e Financing plan available 
z Rock Stars e Call for prices 


h=C..0 UCN ToOREY Menon AGT UR PNG. ENEC 
aa HWY 550 N. ¢ DURANGO, CO 81301 ¢ CALL COLLECT 303/259-3889 







USED MACHINES 


(Video Games, Pachinko, etc.) 


USED PC BOARDS 
SPARE PARTS 


For More Information, Please Contact 


CLOVER CORP. 


PARCIO IKEBUKURO 304, 1-44-2 HIGASHI IKEBUKURO 
TOSHIMA-KU, TOKYO 108, JAPAN 
TEL. (03) 982 5105 TELEX: 2722419 CLOVER J 
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AN OPEN LETTER FROM 
VIDEO WARE, INC. TO COIN-IT CO., INC. 


September 14, 1984 


Mr. Joel Hochberg 
President 

Coin-It Co., Inc. 

7223 N.W. 43rd Street 
Miami, FL 33166 


Dear Joel: 


| would like this letter to confirm our conversation today where you 
have outlined to me that the only legal Birdie King II P.C.B. that may be 
offered for sale in the United States and Canada are those that come 
out of machines manufactured by your exclusive manufacturer, 
Monroe Distributing, Cleveland, Ohio. 


Any other Birdie King II P.C.B. should be considered illegal. 


In anticipation of receiving reputadly “legal” Birdie King II P.C.B.’s, 


Video Ware advertised nationally Birdie King boards; in fact, these 
boards were never delivered and we very sincerely regret any con 
fusion in the market about the availability of legal Birdie King II con 
version kits. 


We can assure you that Video Ware sells only legal P.C. boards and 
kits and in this connection we will of course respect all rights and priv 
iledges accorded to you in your patents/copyright application 

PA 158207PAU of November 19, 1982 and your Trademark Regis 
tration 1,279,071 of May 22, 1984. 


We apologize for whatever confusion this may have caused you 
and/or your distributors. 


Kind regards, 


John W. Hibbs 
Owner 
JWH/sb 


P.S. Congratulations! Birdie King has been an outstanding success and 
comes at a time when our operators need it most. JWH 





Sell Games Fast 
Advertise in... 


BEST PRICE GUIDE 


OK, B.P.G., prove it to me! 
If this will make money for me when buying and selling games, I’ll sign up for a trial 
subscription. Here’s my check for $11.50 to receive the next six issues. 


Buy At Lower Prices 
Subscribe to... 


BEST PRICE GUIDE 


Name: 

Address: 

City, State, Zip: 

B.P.G., 333 N. Queens St., Kinston, NC 28501 
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COIN MACHINE 
DISTRIBUTORS, INC. 


THE OPERATORS CHOICE! 


Representing All Major 
Manufacturers 


© QUALITY EQUIPMENT 


@ EXPERT COUNSELING 
& SERVICE 


@ PARTS & SERVICE 


350 Thorens 
Garden City Park, NY 10040 
516/294-9490 
212/204-8828 


304 Murphy Rd. 
Hartford, CT 06114 
203/278-6626 
800/842-8255 


11800-14 Industrialplex Blvd. 
Baton Rouge, LA 70810 
504/291-5050 
800/633-6432 
800/262-5188 


LOUISE'S HARNESS SHOP 
Rt. 3, Box 72 
Prattville, AL 36067 
Harnesses prepared for 
ALL VIDEO GAMES 


Prices start at $15.00 
Write or Call 


205/365-1841 















MS. PAC 


SPEEDY 


Variable 
Speed Kit 


$50 = 1 
$45 = 2-5 
TOMM’S 


We Ship Same Day! 


312/342-4420 











DISTRIBUTORS WANTED 
For VCR tapes and small light bulbs. 
Over 100% profits. 


313/642-6755 
Spacemasters Video, Inc. 


Expert Level Reduced to Half Price! 


The original Expert Level kit for Pac-Man 
or Ms. Pac-Man is now available for $39.00 
per kit! Five minute installation, no buttons 
to add, guaranteed to increase collections! 
We pay postage. Send check or money 
order to: M.B.N. Electronics, Dept PM, 
262 Courtland St., Painesville, OH 44077 


VENDING MACHINE LABELS 
Truck signs, badges, name plates of all 
kinds. Write for free catalog and samples. 
Seton, Box AEU-1331, New Haven, 
CT 06505. 


Colorful, attractive 19 hole miniature golf 
course. Ten electrical moving obstacles. 
Used one season. $15,000 or best offer. 
Pine Bluff, Arkansas 501/247-5981 


BUMPER CARS 
Steel floor/ceiling, electrical panels, spare 
parts. Contact: Craig Pearson, 1718 
Dorothy, Longview, WA 98632. phone: 
206/636-0040 (work), 636-2162 (home). 


Lomma 18 hole mini golf course. 2 years 
old, complete and in excellent condition. 
$10,500. 313/386-1773. 











CONVERSION 
KITS 


and supplies 






WANTED 
USED PC BOARDS 


CALL FOR QUOTES 


Eldorado Products Ltd. 
14816 Main Street 
Gardena, CA 90248 


213/516-9525 






QUICKIT ««. 
CONVERSIONS MADE SIMPLE & FAST! 


e Cut your conversion kit installation time 
by as much as 75% 













@ No technical expertise needed. Almost 
anyone can do it. 


FREE QUICKIT with purchase of any of our 
conversion kits! 


Featuring ... Mr. Do!’s Wild Ride ¢ Nova 2001 © Time Pilot ‘84 e 
Champion Baseball II ¢ The Tin Star & many more! 


Ask About Our Kit Closeouts! 
Only available through: 


M.H. ASSOCIATES 


Conversion Kit Specialists 
1 800 843-5487 In ND, Alaska, Canada 
1.800 VID-KITS 7287466: 


1725 N. 1st Ave. 
Fargo, ND 58102 


* Patent Pending 



























PAYPHONES $55 
As extensions or add kit to require 
coins $98. Or ready to profit from 
$295. Genuinely F.C.C. registered! 
Our electronics has been used in 5 
other manufacturers. Free 911, 
timed calls. Also, the only entirely 
self-programmable long distance 
unit. 608/582-4124 anytime 


FOR SALE 
56 Used Fun Chicken and 
Rocket Toy Egg Machines 


$225 each or $200 all 
All running — Excellent condition 


J-P AMUSEMENTS 
717/752-5153 


« 
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WORLD SERIES 
SPECIAL 


from 


VIDEO WARE 


CHAMPION BASEBALL 
kit for $299 


(during World Series only) 


VIDEO WARE, INC. 


600 Clover Street, Los Angeles, CA 90031 


213/225-1337 


Telex: 295379 TABLEVISION 
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NEW 


Ten Yard Fight 


Just In Time For Football Season 
Excellent Earnings 


Only $695 


Call Now 
NICOLE MFG. INC. 
814/943-7752 






WE SPARE OUR ADVERTISERS UNIMPORTANT READERS 


PLAY MEFER 


WE SPARE OUR READERS UNIMPORTANT ADVERTISERS 








Cee KKK KKK 


—* DRAW POKER KITS 















KITS $$S$$ 
$225. each CONVERSION ets: wack 
2-10 $195. each CONVERT: 









@ Galaxian e Eyes 

@ Moon Cresta @ Crush Roller 

e Frogger e Pac-Man 1 or 2 
e Eagle boards layer boards 













PLUG IN KIT e NO CUTS OR JUMPS 
NEW CONTROLS e EASY INSTATLLATION 


Adjustable Options, Table-Upright-Coinage-%-Plays Hi-Low, Double Up 
New Games Soon: 
Black Jack @ Bones @ 3 Bars-5 Bars @ 3-in-1 @ 5 Card Draw e 7 Card 


C.V.A. 916/363-3228 


8952 Quail Lane, Roseville, California 95678 


KKK KKK KKK KKK KKK KKK HK KK K 
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Northern Ga ifornia’s 
Video Connection 


Lowest prices on: 
New & Used Games 
Conversion Kits & PCB’s 


Meo Dols: Castle). 5 cieis.-eranron’s $385 
IMAG DG wy .vinars is ssc eel wc aa'ateate 345 
BaSOANE UE soci valctissrle ccasvan bis eos 595 
Complete Popeye kit ........ 175 
Complete Front Line kit ..... 445 
4in 1 or 8 in 1 Greyhound 
Poker Kit — Call 


Plug-in kit for Galaxian, Frogger 
& Moon Cresta — $275 


BUY @ SELL @ TRADE 
VIDEO CONNECTION 
930 Jeffrey Lane, Dixon, CA 95620 


916/678-5189 


Amusement Route in 
Knoxville For Sale 


Established over 17 years. 
Over 300 machines, including 
trucks, parts & equipment. 
Building is 3,300 ft. Will finance 
one-third. Amusement route in 
Gatlinburg, TN also for sale. 


Call 615/525-7712 trom 9-5 


PAY PHONES 


—mean— 


PROFITS 
SSSS5 


IDEAL FOR: FEATURES: 


e Vendors e Easy to Install 
e Restaurants e Access MCl/Sprint 
e Service Stations e Instant Cash Flow 
e Lounges e Touch Tone 
e Stores or Rotary 
e Takes quarter/dimes 


Dealer & Distributor Programs Available 
For information 


EMPIRE LIBERTY TELCO 
(612) 471-0143 
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? WHAT'S NEW ? 


A REMOTE CONTROL UNIT THAT 
CAN PERFORM THE FOLLOWING: 


). Control up to 9 games from one master unit. 
2. Control games in other rooms. 


3. Universal and will work on any games: 
Even Poker, etc. 


4. Each master unit has its own code. 
5. Remove games by remote control. 
6. Tell how many games removed. 


7. Keep track of the games until you tell her to 
start over. 


8. Put games on the machine. 


9. Tell you how many games were put on the 
machine. 


10. Tell you how many coins were put in the 
machine. 


11. Fully factory warranted. 


ADVANTAGES: 


1A. Eliminate knock off switch. 
1B. Eliminate need for internal bookkeeper. 


PRICE $245 
CALL ME COLLECT ANYTIME! 


TOM MARVIN ENTERPRISES 
P.0. Box 381556, Germantown, TN 38183 


901/755-5162 
901/754-6294 


DISTRIBUTORS WANTED 


For VCR tapes and small light bulbs. 


Over 100% profits. 


313/642-6755 
Spacemasters Video, Inc. 





FOR SALE 
1 Brandt Automatic Coin Wrapping Ma- 
chine—Model 1702-A. Measurements: 
55,” high, 27%” wide, 34” deep. Excellent 
condition, only used short period of time. 
Quiet and easy to operate. $8000 firm. Call 
601/497-1585. 
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ATENCION: 


Clientes De Latino America 
Video Ware, Inc. les ofrece los mejores precios en 


P.C. Boards & Partes 
ESPECIALES DE ESTE MES 


Time Pilot 84° .6 04 Sees. $249 
ROG Hh ROC a5 fea cheeses 199 
WUEANKMAINN s «6 6555<-<c pices os 149 
BONGO! 6.9515 3/0 piie-e eee ee sire 129 
Ralt@ahOO! bss, sissies y oy aes 99 


Pleiades (en Espanol) 


HOTU! od 0 sgt shetene ete bie-ahe. 3% 49 

Pele WOis Jed score eas ale Slave weno ans 49 

REGOAICTE «scien ates « 45-08 49 

SCtAMOle® 6 oes aris ehawews 49 

SIVAUCR YN «Jaret yies saw esavers 49 
Sloat trans fonts aiales <6 sata Fata $49 


Preguntar por Cecilia 


VIDEO WARE, INC. 


600 Clover Street, Los Angeles, CA 90031 


213/225-1337 


Telex: 295379 TABLEVISION 





FOR SALE 
All models of new Wurlitzers, also used 
Seeburg, Rock-Ola, AMI—Let me know 
your needs in music. Sam Roby, 502/ 
683-7754. 


For Sale 
Coin operated A.C.S. Electronic Alcohol 
Breath Analyzer Machine. Floor model, 
with Smith & Wesson Simulator. Com- 
plete $1,000. 314/769-3659. 
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Company Name 





Visa Acct. No. 
Master Card Acct. No. 


Authorized Signature 








PLAY METER CLASSIFIED ADVERTISING 


Play Meter’s classified ads are sold by word (75¢ per word with a $10.00 minimum) 
or by inch for a display-classified ad ($30.00 per column inch with a 1 inch minimum 
and a 20 inch maximum). Prepayment must accompany ad. You may pay by check, 
money order, Visa or Master Card. Frequency discounts begin at six issues for ads 2 
inches and larger. Rate cards and deadline schedules are available upon request. Send 
ad orders and prepayment to: Play Meter Magazine, P.O. Box 24970, New Orleans, 
LA 70184. For more information, contact Karen Gray 504/488-7003. 


Write in or attach ad copy 











Name 
Address Phone 
City State Zip Total Enclosed 


Expiration Date 
No. of issues 


COMMENTARY . 


Age Restrictions Upheld by Appellate Court 


(Editor’s Note: Herb Beitel, NCMI managing director, recently wrote these comments on 


an opinion issued by the Michigan Court 


Just when the wave of adverse court problems 
seemed to be subsiding, the Michigan Court of Appeals 
issued a devastating opinion upholding age restrictions 
on June 18 that ranks alongside the Marshfield, 
Massachusetts, case (upholding complete bans on coin- 
op video games). 

This is the first appellate level case that has come to 
our attention that has cited the Marshfield case. This 
decision is dangerous because it is a reported decision 
that is available to other jurisdictions (in contrast to 
municipal and county court rulings). 


The Michigan case, titled People of the City of 
Warren vs. Jaqueline Walker, began with arrests on 
January 18, 1979, for violations of a city ordinance that 
made it a crime to “permit a minor before (their) 17th 
birthday to enter, loiter, remain, congregate, or play any 
mechanical amusement in an amusement center unless 
accompanied by a parent or guardian.” 


Through a series of actions and appeals, this case has 
been bouncing around in the Michigan court for five 
years. Note that all this began in 1979 before video games 
became a national event. The ordinance was enacted still 
much earlier. The ordinance was repealed before this 
decision, but that did not stop the court from hearing the 
appeal. 

Court arguments against the ordinance were based 
on (1) First Amendment protection of expression and 
association, (2) equal protection rights under the federal 
and state constitutions, and (3) age discrimination in 
violation of the Michigan Civil Rights Act. 

This court ruled against industry arguments on every 
point. 

The court claimed that it could find no precedent for 
protecting an “individual’s”’ right to association. The 
Mesquite case (Texas-U.S. Circuit Court of Appeals) did 
decide the age restriction question in the industry’s favor 
on that very point—this court referred to the Mesquite 
case in a footnote as a case to “compare” with the finding 
here. 

This court ruled that First Amendment protection is 
extended to “a group which assembles for purposes 
constitutionally protected under the freedom of 
expression.” Further, this court cited and adopted the 
Marshfield case as precedent for denying First Amend- 
ment protection to coin-op games as not being 
“designed to communicate or express some idea or 
some information. ...expressions that occur during the 
playing of a...game is purely inconsequential.” 


In holding that the Warren ordinance did not violate 
“equal protection” rights, under the federal and state 
constitutions, this court held that the classifications based 
on age and mechanical amusements in the ordinance 
were not arbitrary and were justified under the 
circumstances. 

The “‘circumstances”’ alleged by the city of Warren, 
and apparently not put in issue in the court proceedings, 
include: children spending lunch money on the pinball 
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of Appeals dealing with age restrictions. ] 


machines instead of buying lunch. Some children were 
“borrowing” lunch money from other children to play 
the pinball machines. The term “borrowing” includes 
strong-arm robbery. These instances occurred when 
pinball machine arcades were located close to schools. 

When the amusement center was located close to 
other stores, the neighboring store owners complained 
that at noon time and after school there were so many 
children gathering around that customers could not get 
into their stores. | 

The city also alleged that psychological effects such as 
gambling compulsions and addiction result from playing 
video and pinball games. 

The age discrimination argument was quickly 
dismissed by this court on the basis that the Michigan Civil 
Rights Act prohibited age discrimination except “where 
permitted by law” and that the Warren ordinance was a 
law and did permit discrimination. 

Some points should be kept in mind about this case: 

1. The arcade owner’s suit also claimed damages to 
pay for attorney’s fees. Many in Michigan feel that the 
appellate court sought to rule for the ordinance to 
prevent saddling the city of Warren with a bill for five 
years accumulation of attorney’s fees. 

2. This court said in a footnote: “We are not 
convinced, indeed, we feel strongly that other less 
restrictive alternatives were available to the city of Warren 
to help control the truancy of its youths. Unfortunately, 
this observation does not reach the constitutional 
question.” 

3. The typical laundry list of scurrilous “trouble in 
River City” charges against the arcades, whether true or 
not, were not fully made an issue in the trial court 
proceedings, so that the appellate court had no choice 
but accept the city’s allegations. 

4. The ordinance in question had been repealed 
before this appeal was tried. But since the appeal was 
based on criminal charges and penalties, the court had to 
determine if the criminal acts occurred and occurred 
under laws that were in effect and constitutional at the 
time. 

This is a clear example of the problems in resorting to 
test suits to overcome legislation (and public relations) 
problems: 

1. Court actions take a long time and are expensive. 
By the time a decision results, the root of the problem may 
have altered or disappeared—but the precedent goes on 
forever. 

2. The issues in suits become very narrow and very 
legalistic. Usually only part of the basic problem is 
resolved. 

3. Court opinions and judgments almost always look 
back at history and not ahead to tomorrow or directly at 
today. Courts must address problems that have happened 
and rule on them. They may conjecture about future 
developments and actions (as they did here and in the 
Marshfield case), but they cannot pass judgment in 
advance. 6 


PLAY METER, November 1, 1984 


SAPPHIRE 89. 
EASY ON THE EYES. 
AWESOME ON THE EARS. 


Good looks are great but hearing is believ- 
ing. And the newest 200-selection phonograph 
from Rowe beats any sound around! LJ Behind 
Sapphire 89’s fabulous facade is Rowe's new dual 
channel three-way speaker system which delivers the 

most remarkable full-range stereo sound in the industry. 
No competitive amp can match it for power output or volume. 
And for sound quality, this thriller even exceeds many high- 
grade home component systems! L) To keep the music 
moving and customers spending, weve added many other 
new features that complement our incredible 
new sound. Like a sleek new back-lit selec- 
tor keyboard with flush, tactile-feel dome 
switches. A new easy-to-read price card that's 
back-lit, too. And optional eye-catching bar 
graphs that pulsate in time to the music. Our 
expanded digital display shows what's happen- 


Subsidiary of Triangle Industries 
75 Troy Hills Road, Whippany, NJ 07981 
(201) 887-0400 














ing on four individual read-outs. A fifth dis- 
play gives a “Make Selection” message when 
credit is available and says “Thank You” after the 
last credit is spent. L) Our newly redesigned cen- 
tral computer gives operators 
more control than before and is 
equipped to accept video. We ve re- 
positioned the selector, coin inlet, 
OBA bill acceptor (which accepts both 
$1 and $5 bills) and price card to the 
extreme right side of the phono. And 
there's a raised title rack for easy view- 
ing and a flashy new lighting arrange- 
ment, as well. LJ Service and main- 
tenance on the Sapphire 89 is easier 
than ever with all-front accessibility, 
LED readouts, trouble-shooting charts and 





® 
® modular components. Our 5-year warranty on 
fe. all moving parts and 2-year warranty on elec- 
tronics are included. [) Looks aren't every- 


Rowe International Inc. 


thing, so listen up. Get an earful of Sapphire 
89. Just contact your Rowe distributor or call 
us directly. 








_.. and better than ever in the new 
game, Do! Run! Run! You run for your 
life as you're pursued around a 

sere linatelarsi(elarelme)rebularcmicemmelem-lare 
down the stairs you race —just one 
step ahead of danger. A Sizzling 
Snake whizzes past and cuts off your 
escape! Quickly you throw your 
powerball and run as more snakes 
approach, rocketing balls of flame. 
No time to get another powerball. 
Hurry! Roll the log and let it crush 
anything in its path. More monsters 
appear! How will you ever escape?! 
Non-stop action is in store for youin 

the latest Mr. Do! adventure from y ) & 
Universal. You'll be breathless each — si 
time you play Do! Run! Run! | 
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Universal USA, Iné6tporated 


The Street Operators Manufacturer 


Universal Sales Co., LTD Universal Europe Universal USA, Inc. 

1-7-7, Nihonbashi Horidome-cho 81 Tottenham Court Road 3250 Victor Street 

@ialerelac comm (el.a'zem Ocmevr-ler- ta) London, WIA IEY, England Santa Clara, CA 95054 USA 
Phone: 03-661-6004, 6005 Phone: 01-631-1713 Phone: 408-727-4591 

Cable: UNMANIFACT Telex: 892989 Elcoin Telex: 172247 (UNI USA SNTA) 
Telex: J27348 (UNICO) 


‘Universal is a registered trademark of Universal Urey. Waa len 1984 Universal USA, Inc. Printed in USA 





